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COMPANY’S NEW PLAN 


WILL BROADEN SCOPE) 


Life 
Write Nonparticipating as Well 
as Mutual Policies 


Northwestern National to 


TO HAVE CAPITAL STOCK| 


President V. J. Arnold Announces the 
Course to Be Followed—Policy- 
holders Wil] Own Shares 


announcement comes 
National 
it 
to enter the 


~ 


mnportant 


the Northwestern Life 
being that 


the company is non- 
participating field with a full line of poli- 


of Minneapolis this week, 


soon 


f, 





0. J. ARNOLD 
President Northwestern National 


Life 


based on such rates. It will con- 
tinue writing participating policies with- 
in that department. 
Arnold that the 
policies will sold 


and business 


cies 


change 
x. 3 
non-participating 


out any 


President states 
be 
safety 
xigencies demand. It is also planned 
issue policies at rates based on the 
American Men table just as soon 
it is adopted or its use made per- 
missive in the states in which the North- 
western National Life operates. The 
company's new business is to be placed 
( a 3 percent basis. 
lo put the plan into effect the direc- 
rs have called a meeting of policy- 
iders June 30. At that time the new 
ram will be placed before them and 


at rates as low as 


€ 
t 
new 


as 


necessary steps will be taken to 
end the charter to provide for the 
New cost. 
Capital Stock Is Proposed 


Che proposal is that without depriv- 
ng any present policyholder or any fu- 
holder of a mutual participating 

of any of the rights, privileges 


ture 


( hey 


ol 
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' AMERICAN YEOMEN WIN 
VICTORY IN $4,000,000 SUIT 


CASE ORDERED DISMISSED 


| Referee W. L. Stewart Files Exhaustive 
Report—Finds No Proof Submitted 
That Conspiracy Existed 


| Brotherhood of American Yeomen won 
|a complete victory in the suit filed 
rainst the insurance corporation and 


oup of policyholders 


Wal- 


its officers by a g@i 


nvolving $4,000,000 when Referee 
ter L. Stewart filed a 74-page report 
in the United States district court rec- 


lommending dismissal of the plaintiff's 


} Case. 

Advance Justified 
In emphatic and unequivocal language, 
Stewart, who heard the testi- 
by designation of Judge Martin 

" asserted that the advance 

| insurance rates for the elder policy- 
l holders in 1924 was justified by sound 
The master found 
was no proof sub- 
mitted that a conspiracy existed among 
officers the company to administer 
affairs of the Yeomen Brotherhood un- 
lawfully for their own pecuniary ad- 
vantage. ; 

The 1924 increase in rates for lormer 
members was justified, Referee Stewart 
found. bv the necessity tor assessing 
members a premium sufficient to cover 
of their insurance. 


| Referee 
| money 


1 J. Wade, 


ol 


actuarial practice. 
further that there 


o! 


the cost 


The findings confirm the contention 
lof the Bankers Life of lowa in suits 
now pending that it rests under an 


obligation to fix an assessment rate that 
will meet the economical admiunistra- 
tion of its affairs. 


and powers that belong to the mem- 
bers of mutual companies, the company 
will issue $1,100,000 of capital stock for 
the protection of non-participating busi- 
ness. Dividends on the stock will be 
limited by charter provision to the “_* 
anc 


est on the capital investment to 
profits derived from non-participating 
business. No part of the surplus de- 


rived from the company’s present busi- 
ness, which is all on the mutual partici- 
pating basis, nor from future mutual 
participating business.can be diverted to 
shareholders. 

Can Write Both Classes 


By the proposed charter amendments, 


the company will be enabled to contorm 
to the Minnesota laws respecting “stock 
and mutual” insurance companies. This 


will enable it to carry its present busi- 
ness and future participating business on 
the mutual basis and to issue all forms 
non-participating policies and carry 
them on the stock basis. Under the pro- 
posed amendments, the relations between 
the company and the hoiders of partici- 
pating policies will be the same in 
miutual companies rhe relations be- 
tween the company and the holders of 
non-participating policies will be the 
same as in stock companies. 
Pian for Stock Purchase 


as 


The shares will have a par value of 
that low value having been fixed so 


BANKERS LIFE SCORES 
AN IMPORTANT VICTORY 


COURT HALTS ANY ACTION 
Iowa Supreme Tribunal Shuts Down on 
Receivership Proceedings for As- 
sessment Funds of Company 








DES MOINES, IOWA, Jun 
| Bankers Life of this city s« 
4 a i Cha Vr \ t 
week ihe sam ney W rs 
he suit in Marshalltown, | some 
eeks ago, to obtain a temporary ine 
reventing the lapsing « issess 
ent certificate holders who tendered 
e old pre rate, again at pted 
to embarra company by hiling a 
amendment to his pleading, asking for 
the appomtment of a receiver and fur 
thermore demanded that the legal re 
serve policyholders be brought into the 
suit. In his first attempt to block the 
Bankers Life, the injunction was dis 
solved by the lowa Supreme Court 
his week an application was presented 
to the lowa Supreme Court by the com 
pany asking that further proceedings in 
the Marshalltown case be prohibited 
Che chief justice has ordered the heat 
ing on this application for June 20. The 
court has enjoined all further proceed 
ngs in the Marshalltown case pending 
a disposal of the application. On June | 
20 the issue to be decided is whether 
the proceedings at Marshalltown shall 


be permanently halted. The application 
by the attorney from Marshalltown did 
not ask for a receiver for the company 
at large but for certain funds involved 


in the complaint of the assessment pol 
icvholders. All action, however, on this 
application is now halted the action 
of Chief Justice Evans of the Iowa Su 
preme Court. 


by 


|that each member may subscribe for 
stock in the proportion that the number 
of votes he can now cast bears to the 
aggregate voting power of the entire 
membership Members may subscribe 
tor their pro rata amount of shares at 
par rhe participating policyholders 
will retain their right to vote for the 


directors and will continue to participate 
fully. 

rhe mutual participating policyholders 
are protected against any subsequent 
change in the company's charter, both 
with respect to their right to vote and 
their participation in the earnings 
and profits on the participating business, 
by a charter provision which prohibits 
and such subsequent amendment 

President Arnold anticipates that the 
pulicyholders will give unanimous ap- 
proval to the plan, and that a large pro- 
portion of them will avail themselves of 
the opportunity to become shareholders. 


sole 


Reasons for the Change 


The reasons for the proposed change 
as set forth to the policyholders by the 
directors are as follows 

1. With no loss of any of the rights, 


privileges and benefits which the mem- 
bers now enjoy as policyholders of a 
mutual company, the Northwestern. Na- 
tional Life will have the right to do a 
non-participating business which is at 
| present denied to it. It will thus be able 
(CONTINUED ON PAGE 32) 
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INSURANCE SERVICE TO 
PUBLIC IS EXPLAINED 


Calls for Better Attitude on Part 
of Public Toward Life Agent, 
Hugh D. Hart Says 


ESSENTIAL FACTOR 


IS 


Public Also Deserves Better Type of 
Made in That 


Direction Is Outlined 


Agent—Progress 


HARTFORD, June 2.—In a talk on 
“Life Insurance and the Public” de 
livered here betore the Connecticut 
Chamber of Commerce, Hugh D. Hart 


of the Hart & Eubank agency of the 


Aetna Life in New York City, empha- 

ed the magnitude of the life insur 
ance business and the big part it has 
in the financial structure of the country. 
Ile stated that at the end ot last vear 
the total assets of the 251 life insurance 
companies in the country amounted to 
$12,924,656,748 as compared with the 
latest valuation of approximately $25,- 
000,000,000 placed upon all railroad 
properties in the United States. Com- 
paring the total assets of the life com- 
panies with the total deposits in all 
savings banks in the country, which at 
the close of 1926 amounted to some 
$9,600,000,000, he showed that life com- 
pany assets exceeded the later by more 
than $3,000,000,000 

Another way of indicating the size 
ot the institution of life insurance,” he 
said, “is by the amount of insurance 
in force rhe amount of life insurance 


m force is approximately $80,000,000,000, 
number of 


and it is estimated that the 
policyholders in the United States is 
58,000,000,000, or approximately 50 per 
cent of the total population.’ 
Where Insurance Dollar Goes 
raking up the question of how this 


vast accumulation of capital is handled, 


Mr. Hart quoted figures in the “Life 
Association News,” the official organ of 
the National Life Underwriters Asso- 
ciation, which show that the insurance 
dollar is spent as follows 81 cents 
go for policyholders’ accounts, 17 cents 
gO tor expenses, 2 cents go tor taxes. 
he 17 cents expense item can be sub- 
civided into 10 cents for the agent, 4 
cents tor operating expenses, 1 cent 
for medical expense, including health 
test. The insurance dollars are invested 
as follows 43 percent in mortgage 
loans on real estate, 25 percent in rail- 
road securities, 13 percent in policy 
loans, 12 percent government and 
municipal securities, 9 percent in public 
utilities 

He also took up in some detail the 
figures prepared by Dr. S. S. Huebner 
to show the economic value of human 


lives protected by life insurance 


Agent's Function Explained 


Turning to the part the agent plays, 
he said: 
‘At the bottom of the structure of 
(CONTINUED ON PAGE 164) 
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COOPERATION RESULTS 
IN BIG STRIDE AHEAD 


INSURANCE DAYS SUCCESSFUL 
Companies Participating in Philadelphia 
Meeting Cover Many Subjects Im- 
portant to Business 





PHILADELPHIA, June 1.—Penn- 
sylvania Insurance Days, held here last 
week, demonstrated what can be ac- 
cemplished by cooperation and marked 
a stride forward in the progress of in- 
surance in the state through the partici- 
pation of the companies and their man- 
agements, as well as the agents and field 
men, 

It is difficult to select one or even two 
outstanding features of the meeting and 
entitle them “excellent.” The speakers 
bore the stamp of experience, the enter- 
tainment was of the highest order, and 
with the exception of the usual conven- 
tion start, the program rolled along 
smoothly from Monday morning until 
Tuesday night. 

Companies Provide Luncheons 


An index of what the companies 
thought of the convention, even before 
they could be sure of its success, is 
found in the fact that the round table 
luncheons, which were held before the 
special discussions each day, were given 
to the delegates without cost by the 
Franklin Fire, Penn Mutual Life, Fidel- 
ity Mutual Life, Provident Mutual Life, 
Indemnity of North America, Fidelity & 
Casualty, Insurance Company of North 
America and Maryland Casualty. Thirty- 
seven other companies, agencies and 
brokers shared in financing the conven- 
tion through subscription to the partici- 
pation fund. 

One of the most general important 
announcements made was that of the ex- 
tension of the insurance department of 
the state to meet the expansion of busi- 
ness that has occurred over a period of 
years. Matthew H. Taggart. insurance 
commissioner, was a guest of the com- 
mittee throughout the session and took 
part in both the big general gatherings, 
on public relations night and at the 
banquet. 

Special Bureau Needed 

In announcing his expansion program, 
which includes the appointment of two 
deputy commissioners, with headquar- 
ters in Philadelphia and Harrisburg, re- 
spectively, Commissioner Taggart said 
he was surprised to find that the depart- 
ment had issued licenses to 120,000 
agents in Pennsylvania this vear, in ad- 
dition to passing on the qualifications of 
7,000 brokers and adjusters. This work 
alone called for the creation of a special 
bureau, he said. 

“In Philadelphia we will maintain an 
examining division, with 30 examiners 
instead of the present inadequate force 
of 11,” the commissioner said. “This 
move is made so that the United States 
as a whole may have the assurance that 
companies doing business in Pennsyl- 
vania are examined as the law requires. 
The examination is not a force of neces- 
sity, but an obligation of the depart- 
ment, a duty which strengthens the faith 
of those who deal in insurance, and the 
institution of insurance itself will know 
that the state is functioning within the 
requirements of statute.” 

Secretaryship Still Unfilled 

\ high pitch of interest is still notice- 
able in the appointment of a successor to 
G. R. Dette, who has resigned as secre- 
tary-manager of the Insurance Federa- 
tion of Pennsylvania to become assistant 
vice-president of the Commonwealth 
Casualty. At the meeting held in con- 
junction with the convention, S. H. Pool, 
resident manager of the Fidelity & 
Casualty, was appointed chairman of a 
committee to select a new secretary, but 
no action has been taken since. Mrs. 


Mary Fireng, who for the last five years 
has been Mr. Dette’s “home office man- 
ager,” with the official title of account- 





TAKES 262 APPLICATIONS 
IN ONE DAY CAMPAIGN 


RECORD OF BROOKLYN AGENT 


Jack Warshauer Has Established New 
World’s High Mark for Recently 


Organized Company 


The world’s record for the largest 
number of applications written in one 
day now goes to Jack Warshauer, gen- 
eral agent of the Brooklyn National Life 
at 26 Court street, Brooklyn, N. Y. Mr. 
Warshauer personally wrote and sub- 
mitted 262 applications for insurance 
aggregating approximately $400,000 in 
one day ‘last week. Mr. Warshauer is 
well grounded in life insurance work, 
as he entered it in 1914, and he is an 
underwriter of sound training having 
been graduated from the life insurance 
training course of New York University. 
He has been with the Brooklyn National 
Life since April 1, 1925, about the time 
the company was organized. 

Breaks Previous Records 


The previous record was 229 applica- 
tions written on May 18 of this year 
by A. D. Rathbone IV of Grand Rapids, 
Mich., special representative of the Mu- 
tual Benefit Life. Mr. Rathbone, who 
retained the record for only a few days, 
had taken the laurels from another 
Brooklyn agent, Mark S. Friedland, 
agent of the Phoenix Mutual in Brook- 
lyn, who wrote 204 applications in one 
day in March of this year. 

The Brooklyn National, though a 
young company, is showing rapid pro- 
gress. It now has more than $5,000,000 
of insurance in force. It wrote $3,300,- 
000 in 1926 and President William R. 
Bayes states that it has written more 
than $2,000,000 this year to-date. 








ant, was raised to the position of assist- 
ant secretary by the directors of the 
Federation in recognition of her excel- 
lent service. 

In his valedictory as secretary, Mr. 
Dette pointed out that his election to the 
vice-presidency of the Federation as- 
sured his continued interest in the or- 
ganization and gave him the opportunity 
of expressing to Commissioner Taggart 
the appreciation of the insurance frater- 
nity of the department's cooperative atti- 
tude. 

Big Task Ahead 


Whoever succeeds Mr. Dette, in the 
majority's opinion, has a tremendous 
task ahead to become an equal. As 
Thomas B. Donaldson said, in present- 
ing a watch and chain to Mr. Dette in 
appreciation of his efforts to promate 
the Federation spirit in the state, “Mr. 
Dette was ever ready to take all the 
blame for the failures, while the ‘com- 
mittees’ were always successful in what- 
ever venture came out well.” 

While the business of the meeting was 
working toward a successful close there 
was an attendant program of entertain- 
ment for the ladies present. Under the 
nominal guidance of Nelson Sterling, 
vice-president of the Constitution In- 
demnity, as chairman of the entertain- 
ment committee, the ladies shopped and 
toured, danced and were dined. Mr. 
Sterling planned the program, but after 
several strenuous attempts to be a 
leader, found that the ladies’ committee 
needed no assistance. That committee 
included Mrs. Sydney H. Pool, Mrs. 
Walter A. Munns, Mrs. J. Dallas Smith, 
Mrs. John D. Pharaoh 2nd, Mrs. G. R. 
Dette, Mrs. Charles H. Holland, Mrs. 
Nelson Sterling. Mrs. Harold V. Smith, 
Mrs. Walter Evert, Mrs. Frank D. 
Buser, Mrs. W. W. Berry and Mrs. 
Robert Dearden. 


Gessley Assistant Secretary 


O. L. Gessley has been elected assist- 
ant secretary of the Federal Union Life 
of Cincinnati. He has heretofore filled 
the position of supervisor of agents. 





INDUSTRIAL COMPANIES 
FORMING ORGANIZATION 


COMMITTEE SEEKS OPINIONS 


Problems of Man on Debit Need Special 
Attention, Men Working for 
New Body Believe 


A new insurance organization is on 
the way to being as a result of the 
Insurance Advertising Conference in 
Hartford last week. Fifteen industrial 
life and accident company officials and 
representatives at the conference decid- 
ed that the industrial companies need 
an organization of their own for dis- 
cussion of problems pertaining to the 
man on the debit. 

To sound out the industrial companies 
of the country on the formation of such 
an organization, representatives ot 
these companies at Hartford appointed 
a committee headed by J. J. Doyle of 
the Western & Southern as chairman 
and including E. H. Cullom, vice-pres- 
ident of the Life & Casualty of Ten- 
nessee as secretary; W. J. Bradley of 
the Home Life of Philadelphia; Howard 
M. Emmons, vice-president of the Mu- 
tual Life of Baltimore; Felix Rothschild, 
secretary of the Sun Life of Baltimore; 
and H. C. Welch, agency manager otf 
the American Bankers in Chicago. 


Opinions to Be Sought 


Mr. Cullom, secretary of the commit- 
tee, will send out letters at once to the 
industrial companies of the country to 
obtain their suggestions and ideas as 
to such an organization. It is believed 
that at least 50 companies aie ready 
to join such a group. 

Excepting in the Industrial Insurers 
Conference, the problems of the man on 
the debit are entirely overshadowed in 
all life insurance conventions by the 
consideration of problems affecting the 
writing of ordinary life and commercial 
disability. The matter of employment 
of agents, which was so ably discussed 
at the Hartford meeting by H. C. Welch 
of the American Bankers of Chicago, 
the best method of improving collec- 
tions, use of pamphlets and printed mat- 
ter for stimulating business, record sys- 
tems, in fact anything having special 
reference to the industrial insurance man 
would have its place on programs of 
such an organization. It is recognized 
also that many special problems of the 
industrial companies could be handled 
by closer cooperation in a way to ben- 
efit all. 


Progress Report in Preparation 


The committee which was appointed 
at Hartford hopes to be able to for- 
mulate a progress report within the 
next three or four weeks. The present 
thought is to make this projected or- 
ganization entirely new and _ separate 
from any now existing in order that it 
may focus its attention upon the one 
subject of industrial insurance agency 
problems. 


Further Extension in Flood Area 


As the Mississippi flood continues 
with unabated fury, the Mutual Life of 
New York has authorized another 30- 
day extension period for the payment 
of renewal premiums and interest due 
on policy loans to its policyholders in 
the ravaged areas. This action, which 
is taken by the company to afford pol- 
icyholders relief until they have oppor- 
tunity to resume normal living and 
business activities, will not affect the 
company’s usual rules for extensions of 
time beyond the grace period. 

In addition to this extension of time 
for payment of premiums and loan in- 
térest, the company’s established prac- 
tice of making loans locally without 
home office procedure will afford its pol- 
icyholders in the flooded districts im- 
mediate assistance where cash is ur- 
gently needed for current needs and re- 
habilitation purposes. 








LIFE MEN CONSIDER 
ADVERTISING PLANS 


LIVELY GROUP MEETING HELD 


Company Representatives Tell Past Ex- 
periences and Future Intentions 
on Publicising Business 


One of the important secondary fea- 
tures of the Insurance Advertising Con- 
ference held last week at Hartford was 
the group life meeting, at which 30 dele- 
gates were present. They were wel- 
comed by President James Lee Loomis 
of the Connecticut Mutual Life. Chair- 
man Chester C. Sparver read an ad- 
dress prepared by S. Roland Hall oi 
Easton, Pa., who stated he knew noth- 
ing about life insurance or about selling 
it and then stated his belief that adver- 
tising will help the business. 

L. A. Jacobs, director of public rela- 
tions. Southland Life, stated that help 
afforded agents of his company in Texas 
has resulted in local advertising of such 
value that 82 percent are using it in 
local papers. Mr. Jacobs stated that at 
a July meeting of Texas life officials 
plans will be considered for cooperative 
advertising for a three-year period. 


Direct Mail Produced 


Bert N. Mills of the Bankers Lite 
spoke of the splendid results gained 
from direct mail advertising. He stated 
the follow-up is successful only when 
Jankers Life agents are themselves sold 
on the idea. The home office sends out 
each week a color leaflet which shows 
how salesman have used the direct mail 
literature to advantage, thus keeping 
agents sold on the idea. : 

J. H. Castle Graham, supervisor, field 
service bureau, London Life of Canada, 
spoke of advertising men ot Canadian 
companies having monthly meetings 
with interchange of ideas and discussion 
of details. Appropriation is made on the 
basis of premium income for the insti- 
tutional advertising campaign started by 
Canadian companies in 1921. The first 
vear $50,000 was subscribed and the 
campaign now costs $75,000 annually. 
Typical advertisements were exhibited 
and commented on. The 1927 campaign 
will use one-third of the space on health 
topics and one-third in appeal to farm- 
ers. Sixty-seven newspapers are used at 
$4.50 a line. Canadian companies are 
said to be unanimous in their approval 
of institutional advertising. 


Too Little Understanding 


Henry H. Putnam, John Hancock 
Life, challenged the luncheon talk ot 
Ernest Elmo Calkins, New York adver- 
tising expert, when he said that company 
managers as a rule are ignorant oi the 
advantages of advertising. Mr. Putnam 
voiced the opinion of many of Mr. Cal- 
kins’ hearers when he said the trouble 
seems to be that advertising men do 
not understand the life insurance busi- 
ness. He said that while it may be true 
automobile men spent $31,000,000 last 
year and the insurance companies about 
$1,000,000, that only proves insurance 
men are more careful about spending 
their money. ; 

Life insurance is not a commercial 
proposition. It is a big business, and 
Mr. Putnam stated he was not surprised 
that advertising men naturally want to 
get something out of it. ; . 

The John Hancock’s series of histor!- 
cal booklets, with no reference to life 
insurance in the list of 44 so far issued. 
has gained good will and interest deemed 
of much value. Editions are now 600,000 
normally, with some needing as many 
as 1,000,000 when distributed specially 
among school children. 


Prize to Western & Southern Exhibit 


On “Ad-Nite” at the Cincinnati Cham- 
ber of Commerce, 35 nationally known 
firms had advertising exhibits on view. 
The first prize was awarded to the ex- 
hibit of the Western & Southern Life. 
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CONSERVATION TOPIC 
OF BUREAU MEETING 


Agent Is Considered Most Impor- 
tant Factor in Keeping 


Business on Books 


LAPSATION IS CONSIDERED 


Report Shows Causes of Dropping Poli- 
cies and Suggests Methods for 
Improving Conditions 

lat the book is 


hap who not only puts the business 


man with the 


rate 


on the life insurance company’s books, 


is also the best medium for keeping 


t there, was the outstanding conclusion 

the Life Insurance Sales Research 
Bureau at its fifth spring conference in 
St. Louis last week. Conservation was 


the theme of the gathering, and the pro- 


; 


gram was intended to discover means of 


reducing to a minimum the waste in the 
‘te Insurance business. 

\ll agreed that the agent is the key 
to conservation, and that if he knows 
ow to sell business properly it will re- 
main in torce under general conditions 
in the closing hours of the confer- 
a report of a survey conducted by 
e Bureau itself indicated that the agent 
is responsible for but 12 percent of the 
nnual lapsation. 








ence 


Report on Survey Made 


he results of this survey were read 

Henry E. Niles, assistant manager 
and statistician ot the Bureau. It was a 
study made of old policyholders to ascer- 
tain Why they permitted their policies to 
lapse. In all, 338 cases were selected 
om Connecticut and Dayton and Cin- 
cinnati, O. It was impossible to inter- 
i 29 percent of the cases because of 
change in address and other causes. In 
1 percent of cases the cause of lapsation 
could be charged to home office manage- 


ir 


view 


nent, 12 percent to the agent, and 58 
percent to the policyholder. It was also 
found that in 9 percent of the cases it 
was undesirable to reinstate the busi- 


ss, and in 33 percent impossible and 
ly percent improbable that it could be 
restated. In but 12 percent of the 
cases interviewed was it considered pos- 


sible to reinstate the business. 

_ This investigator also discovered that 
tew of the old policyholders were 
“knockers” and most expressed a desire 


‘ 
take out new insurance when their cir- 


r stances improved. 
Corrective Methods Suggested 


_-\s a means of holding lapsation down 
Ur. Niles suggested it would be well for 
companies to study agent's lapse records 
and to refuse to employ those with high 
lapse rates. He also expressed the belief 
that the home office can help by select- 
policyholders and by ascertaining 
whether the applicant for insurance had 
lapsed any business in the previous five 
years, 

While Mr. Niles’ figures indicated that 

I 12 percent of lapsed cases could 








but 

he cause be charged to the agent, other 
" | 

angles of the same survey did not place 





the agent in so favorable a light. The 
nterviewer tound that the reason as- 
signed tor the lapse in 29 percent of 


ases was dissatisfaction with the agent. 
and in but 5 percent of the cases was the 
policyholder dissatisfied with the com- 
pany. In 18 percent of cases the policy 
rchased did not fit the needs of the 
heyholder. 
Care in Selection Needed 


_ In conclusion Mr. Niles expressed the 
chet that the lapse question is one that 
ust be solved by the agencies, and in 

s connection pointed out the desirabil- 
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NORTH AMERICAN NATIONAL 
HEARING DATE IS SET | 


COMPANY APPEALS DECISION 


Nebraska Supreme Court to Consider 
Policyholder’s Protest Against 
Change to Stock Basis 


LINCOLN, NEB., June 1—The Ne- 
braska supreme court has set for hear- 
ing on June 10 the appeal of the North | 
American National Life from an order 
of Judge Shepherd of the district court 
setting aside the proceedings that trans- 
formed it from a mutual legal reserve 
company to a stock company, on the 
petition of John P. Leininger, acting for 
himself and other policyholders. 

The issue before the court has just 
been joined by the filing of a brief on 
behalf of Mr. Leininger by his attor- 
ney, J. M. Priest. He that but 
three issues are presented to the court, 
the validity of the transformation, the 
constitutionality of the act, and the right 
of Mr. Leininger to maintain the ac- 
tion. He that the record shows 
Mr. Leininger did not attend the meet- 
ing at which the transformation was ac- 
complished nor did he give anyone a 
proxy, and that the fact that he never 
took an appeal from the action of the in- 
surance department in approving the 
plan is no bar to his maintaining this 
action because the record shows notices 
of what had been done would not have 
received within the 20 days’ time 
given for such appeal. 


Says 


Says 


been 


ity of the home office and general agents 
and branch managers using more care in 
selecting agents. 

hough many insurance men feel that 
contests produce high pressure business 
with a high lapse record and high mor- 
tality and other undesirable features, two 
of the final speakers on the program 
pointed out many advantages of compe- 
tition among the men in the field. Thes« 


speakers were W. Talbot of the 
Southland Life, Dallas, Tex., and Rus- 
sell S. King, of the Manhattan Life. The 


latter company prior to the past vear 
had frowned upon contests but had 
found that a number of special drives 
had resulted in a gain of 54 percent in 
issued business and of 43 percent in 
paid for over the same period last vear 


Competition Is Stimulant 


R. H. Baker, president of the Seaboard 
Life of Houston, Tex., also told how 
in 23 months his company, which at 
present operates in south Texas only, 


with an agency force of but 18 full-time 
men, six of whom had previous life in- 
surance experience, had been able to pro 
duce $736,000 in the first 21 days of 
May in an endeavor to attain a goal of 
$1,000,000 in written business for the 
month. This company has $4,000,000 in 
force and heretofore had considered 
$250,000 in written business a good 
month. Mr. Baker had found that com- 
petition stimulated the activity of the 
agents of his company. 


Drive Successful 


This particular contest cost but $600 
more than the regular routine, but was 
so successtul it was possible to carry a 
large volume of business into the next 
month to enable the company to keep 
up a record of making each succeeding 
month bigger than the corresponding 
month of the previous year. Mr. Talbot 
stated that the lapse record on the busi- 
ness obtained in a big contest in August, 
1925, was low. 


John Marshall Holcombe, Ir.. mana- 


ger of the Bureau, who presided at the 
sessions, announced that in the future 
the Bureau will hold more conferences 


with individual companies with a view 
to solving their particular problems. 
Good Basiness Essential 


while 
sub- 


that 
the 


Holcombe said 
some ol! 


Chairman 
it might appear that 


INTEREST IS AROUSED BY 
DARBY DAY’S PIONEERING 


WATCH PROFIT SHARING PLAN 


Executive Management of New Chicago 
Agency of Union Central Life 
Is Announced 


t nu been aroused in 
life insurance world by the recent 
announcement made by Darby A. Day, 
Chicago manager of the Union Central 
Life, ot the establishment of a partici- 
pating plan whereby all agents and em- 
ploves of the Darby Day agency have 

share in the profit. According to Mr. 
Day's plan, 40 percent of all profits 
of the agency will be set aside for divi- 

nm among members of the agency, the 
remaining 60 percent going to the man 
agement rhe plan is made retroactive 
commence from the time Mr. Day 
took charge of the agency last Febru- 
ary The executive management of the 
agency consists of Darby A. Day, presi 
dent and manager; Byron C. 
Howes, Harry K. Allen, 


vice-president; Fulker, treas- 


‘rest has 


! 
sit 


to 





wens ral 
vice-president; 
Jan es T. 


urer and office manager; Henry C. Gates, 
secretary; Darby A. Day, Jr., assistant 
manage! \ board of directors consist- 
ing of eight agents is still to be se- 
lected, as are other assistant managers 


Agency Moves in Fall 


Mr. Day expects to move his agency 
into the new quarters, consisting of the 
entire 23d floor of the new Bankers 
building in the heart of the loop dis 
trict, by Sept. 1. He has selected a 
Strategic point the magnificent new 
wilding, as the 23d floor is the transfer 
point to the tower elevator. The floor 
includes more than 17,000 square feet 
and will be equipped with 40 private 
offices for agents, a fully equipped audi- 


torium seating 250, a complete imsur 


ance liwrary, private offices tor five assis- 
tant managers, brokerage department 
and so on 
jects on the final day's program were 
not strictly based on conservation, still 
in effort has been made to weave the 
theme of conservation through the en- 
tire meeting and to emphasize that what 
the bureau is primarily interested in 1s 
good business rather than the race for 
volume 

The retention of agents is vital to the 
retention of business, and the loss ot 


thousands of agents annually has con- 
tributed greatly to the enormous volume 
of business lapsed each year, he pointed 
He stated estimates are that trom 
to 100,000 agents leave the busi- 
each vear. He declared that 
reinstatement of lapsed business 1s 
but a minor part of the conservation 
problem; that prevention, not cure, 1s 
the solution 

P. M. Ray of the Provident Life & 
Accident of Chattanooga, Tenn., pic- 
tured from many angles, the man that 
is wanted in the field. From the view- 
point of the home office he must be a 
man ot clean character, industrious, 
prompt, attentive to details not only in 
his business but also in his home af- 
fairs This man is the lens through 
which his clients study your company 
He is the company, in a measure, to the 
man who buys his policies 


out 
60,000 
also 


the 


Agent Must Be Consistent 


must be a consistent pro- 
man who can place business 
that will be persistent, and avoid the 
danger of over-selling. In this connec- 
tion he expressed the belief the crux of 
the conservation problem is reached 
when it is approached through the agent, 
and that good results can be obtained in 
reinstating business through the agent. 
“Some agents don’t seem to realize that 
you are not going to turn down good 
business,” he continued. 
Mr. Ray said policyholders are 
(CONTINUED ON PAGE 15) 
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SOME FEATURES OF THE 
ADVERTISING MEETING 


| Next Convention of the Insurance 
Publicity Men Will Be Held 
in Chicago 


“MUCH INTEREST IN WORK 


Many Companies Now Have Regular 
Departments and Experts Devoted 
to This Special Service 


meeting of the Insuran 


Conference will be held in 


ago at the time the direct mail 


men will assemble in that city 
discussion among thx 


to 


here is some 


. , 
conference members as the advisa 


bilitv of holding two mectings a y« 


[The majority now favor that arrange 


hold 
Clifford Elvins of the Imperial Life 
the new president, is one of the 


the conterenc« 


it 1s unnecessary 


ment Some 
roronto, 
most bstantial 
He is urbane and gracious, a man oO! ex 
cellent mold John W. Longnecker ot 
the Hartford Fire becomes the ranking 
He did superior work in 
last week's meeting and 
that the machinery 


men in 


su 


| vice-president 

| preparing for 
seeing to rit 
smoothly 


Growth of Advertising Departments 


Tran 


This organization is one of the newe: 
ones. It is still in knee pants but it 1s 
nding itself \ few vears ago but tev 
companies had a special advertising 01 
publicity man Some of the large lit 
ompanies used their literary or service 
| department to look after advertis 
| ing As companies have grown in siz 
land importance, the necessity of having 
professional men to take care ot pub 


the 


licity material has been evident Some 
companies now employ a battery of 
| talent—artists, copy writers, sales pro 
motion folks, house organ editors rhe 


budget for the work runs way up in the 
These men are studying the 
practical publicity 
conducting mail 
are getting out 
and educational liter 
agents, and material tor 
to policyholders. and pros 
pects The people in this enterprise 
ere keen, alert and resourceful 
| During the vear the 
> members to its roll, a most excellent 


thousands 

most effective and 

methods Many art 

}order campaigns All 

‘ ‘ 

es promotion 
for their 


bution 


conterence added 
S 
record 


Industrial Association Possible 


\ new 


growth « 


the out 
repre 
public ty 
mem 


will be 
company 
rhe 
conterence 
but it was generally agreed that 
these companies writing life, health or 
accident or all, have their own peculiar 


association 
f industrial 
sentatives at Hartford 
continue as 


men will 


bers 





problems that receive no treatment at 
the regular meetings The industrial 
men met one evening for their group 
| conference Aside from the publicity 
} men, there were some company ofh 
| cials on hand, for example Howard M 
| Emmons, vice-president Mutual Life ot 
| Maryland; H. C. Welch, agency man 


ager American Bankers of Jacksonville, 
| Ill.: E. H. Cullom, vice-president Life & 
Casualty of Nashville; J. H. Castle Gra 


|ham, director of field service of the 
| London Life of Canada. Instead of dis 
cussing advertising and publicity this 


group its time in exchanging 
views on getting, holding and training 
writing business, and the like 
Mr. Cullom will write to all industrial 
companies seeking their opinion 


} spent 
; 
| 
| 
E advisability of organizing an asso 


agents, 


as to 
ciation devoted entirely to their par- 
ticular activities. 

Companies are experimenting on di- 
mail campaigns to see if the time, 


rect 





effort and money spent will bring re- 
turns so far as insurance is concerned. 
When any company man tells about his 
experience in this regard, he inspires 
immediate interest because many are 
groping for light. There are some forms 
of insurance that lend themselves to 
this treatment to an extent but even 
here the solicitor must enter and com- 
plete the work. There are few actual 
cases closed by mail. 
Institutional Advertising 


Insurance companies and their organ- 
izations are being bombarded by adver- 
tising agencies and promoters seeking to 
interest them in a campaign of general 
advertising. The huge insurance in- 
come is a delectable mountain. The 
advertising counsellors see the gold in 
its depths and start to tunnel in. They 
map out pretentious campaigns for col- 
lective or institutional publicity that on 
the face are alluring. The mountain 
folk are hard to capture. They want to 
be convinced before they enter a course 
that will call for hundreds of thousands 
of dollars. 


Avoid Waste in Advertising 


R. W. Smiley, director of publicity of 
the Metropolitan Casualty, said that 
those agents who requisition advertising 
most liberally are frequently the ones 
who use it least effectively. He said 





LEON A. SOPER 
Phoenix Mutual Life 


that from his experience with requisi- 
tions for advertising he would classify 
those making requests into three 
groups: Those who order in reasonable 
quantities and who make intelligent and 
profitable use of what they receive; 
those whose orders are conservative 
and infrequent and who probably expect 
too little from advertising; those who 
order early, often and with reckless 
abandon, and frequently make little use 
of the material. He advised the compa- 
nies to direct attention to this problem 
of waste in advertising by analyzing 
requisitions and revising them so that 
they will be reasonably proportioned to 
probable needs. Not to do so is mis- 
taken kindness to the agent and ex- 
travagance to the company. 


Follew Sales Steps 


C. W. Van Beynum, manager of the 
publicity department of the Travelers, 
discussed the makeup of an advertise- 
ment to follow the steps used in closing 
a sale, getting attention, arousing inter- 
est, creating desire and inducing action. 
He suggested the use of a picture or a 
crisp statement of some fact or both to 
secure the attention of the reader. In- 
terest is held by wording the advertise- 
ment to talk to a hypothetical person 
and about that person. Desire is created 


by pointing out the prospect’s needs and 
showing how the policy and the service 
of the particular company which the 
agent i 
pect’s needs. 


represents will meet the pros- 
In order to secure action 
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it is usually necessary to appeal to emo- 
tions rather than to reason. 


Played Upon Passions 


To illustrate the power of appealing 
to the emotions, Mr. Van Beynum told 
about the experience during the last 
war when through the effective use of 
propaganda emotions were aroused and 
action secured which never could have 
been secured through an appeal to rea- 
son. Every possible attempt was made 
to arouse the passions of the population, 
and the results were astounding. Most 
men are creatures of emotions rather 
than of reason. Thus, to be most effec- 
tive, the advertisement must make use 
of this fact rather than to seek to ac- 
complish its results through sound 
logic. Nevertheless the advertisement 
should carry with it also logical convic- 
tion, because the man who is induced to 
buy insurance must explain to himself 
later why he took this insurance. 


Banker Spoke at Meeting 


H. A. Lyon, assistant cashier of the 
First National Bank of Boston, who 
spoke at the meeting, is in charge of new 
business and advertising for his bank. 
He acknowledged that both banks and 
insurance interests have peculiar prob- 
lems when it comes to advertising. He 
said that in too many cases they are in- 
clined to try to sell what they have on 
hand, rather than what the public really 
wants. In insurance he said that mate- 
rial is taken out of the common welter 
and made available for humankind. 
There is a tremendous human urge back 
of insurance service. He said that ad- 
vertising alone could not be effective but 
it must be synchronized with other sales 
efforts. He laid stress on the fact that 
the executives of banks and insurance 
companies should become 
with sales methods and that the organ- 
ization should develop a strong sales 
instinct. 


Window Display Advertising 


Frederick L. Wertz, the display expert 
of New York, undoubtedly had a mes- 
sage but he exaggerated the number of 
local insurance offices that can utilize 
window space. In most of the cities, 
both large and medium size, insurance 
offices are in office buildings above the 


ground floor. Even in smaller places 
there are not very many _ insurance 
agencies on the ground floor. Where, 


however, there are such offices undoubt- 
edly window displays can be used to 
good advantage. 


R. W. Smiley’s Views 


R. W. Smiley, advertising manager of 
the Metropolitan Casualty, brought out 
a significant fact in that so large a per- 
centage of a company’s business comes 
from 25 percent of its agents. He there- 
fore called attention to the fact that 


there is a big field for cultivation in the | 


75 percent of the agencies that are not 
functioning nearly as they should. An- 
other fact brought out by Mr. Smiley 
that attracted attention was that adver- 
tising and publicity men should apply 
underwriting methods in sending out 
material to agents. It is up to them to 
decide what lines they will write or, in 


other words, how much advertising ma- | 


terial should go to these various sections. 
Criticizes Advertising Practices 


John Pratt, special agent and formerly 
local agent at Kennett Square, Pa., said 
that insurance companies individually 
expend energy and funds in advertising 
that is properly a subject for cooperative 
energy and funds of all companies. He 
also finds that insurance advertising de- 
partments have ignored or failed to cul- 
tivate the cooperation of other depart- 
ments of their companies and that adver- 
tising managers place too much stress 
on the public as a prospect and not 
enough on agents, who he believes are 
the best prospects. He declared that 
the advertising department gives most 


attention to the agents who need it the | 
He claimed that insurance by its | 


least. 
very 
institution 
companies. 


nature must be advertised as an 
rather than by _ individual 
Most advertising, he said, 


acquainted | 








can do no more than to create a better 
attitude on the part of the public toward 
insurance, to teach fire prevention and 
so on. It is more difficult to create in- 
terest in one advertising company and 
| Benes the logical solution is to adopt 
a cooperative advertising campaign to 
promote public education regarding in- 
surance. 


Direct Advertising Toward Agent 


Mr. Pratt declared that the most valu- 
able advertising is that directed toward 
the agent. He said in effect: “If you 
have confidence that you can by good 
advertising influence the mind of the 
fickle public, then by similar effort what 
a power you would have over your 
agent. Assuming that 5 cents (out of 
every $1 of premiums) is sufficient to 
take ample space in insurance journals 
where the advertising wastage is at the 
minimum because only insurance men 
read insurance journals, you still have 
enough left of your nickel to have com- 
plete house organs, exchange of trade 
data, real personal service through your 
agency service work, and you throw 
your whole heart and soul into making 
that agent a better and more progressive 
insurance agent and advertiser.” 


Considers House Organ Problems 


Kenilworth H. Mathus, editor of 
“Commutopics,” the house organ of the 
Connecticut Mutual Life, gave an inter- 
esting discussion of house organs. He 
said that while in their use of house or- 
gans, life insurance companies are per- 
haps above the average, he frankly be- 
lieved that in some respects many of 
these house organs are somewhat defi- 
cient in both editorial content and 
physical appearance. He said that a 
house organ enables a life insurance 
company to give economically and effec- 
tively new inspiration and salesmanship 
helps. It is a medium to convey the 
home office point of view and to keep 
the field force informed of new plans 
and practices of the company. The 
house organ becomes a sort of perpetual 
educational course if properly handled. 
Mr. Mathus said that it should not be 
necessary for the reader to search 
through a lot of uninteresting material 
to find one helpful article. The editorial 
comment should be kept always on a 
high plane. He told of the experience 
of his own company in issuing its house 
organ, drawing some valuable conclu- 
sions therefrom. 


Discusses Selection of Agents 


H. C. Welch, agency manager of the 
American Bankers of Chicago, told of 
some of the problems involved in start- 
ing a new man on the industrial debit. 
He said that an applicant must first 
possess character and ability to keep 
working, he must possess personality 
and be of the proper caliber, physically 
healthy, mentally and morally clean, and 
he must be a team worker and able to 
cooperate with his fellow members of 
the district staff. Mr. Welch said that 
he must be neat in his appearance, must 
be able to speak well and in an intelli- 
gent manner, and he must be ambitious 
and have some goal toward which he is 
working. The manager must impress 
upon the mind of the new agent that 
the company is placing in his hands its 
reputation and that he should guard it 
faithfully and well. Much stress should 
be laid upon company loyalty and fair 
dealing to policyholders. 


Company Officials Visit Seattle 


Wrayburn M. Benton, agency man- 
ager of the Massachusetts Mutual Life, 
was a Seattle visitor the past week. 
Arthur H. Challiss, local manager, ar- 
ranged a luncheon at which representa- 
tives of the company from all over the 
state were present, followed by a busi- 
ness conference. 

W. F. Grantges, vice-president of the 
International Life, was also a visitor to 
Seattle while on a tour of western agen- 
He was accompanied by W. C. 
inspector of agencies for the 
in the Pacific Coast division. 
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PENSION FUNDS OFTEN | 
ON INADEQUATE BASIS 


Corporations Neglect to Calculate 
Actual Costs of Plans for 
Employes 


VALUATIONS NEGLECTED 


Henry R. Corbett Discusses Distribu- 
tion of Expense at Meeting of Ameri- 
can Institute of Actuaries 


TORONTO, June 2.—Henry R. Cor- 
bett, consulting actuary of Chicago 
read a paper at the meeting of the 
American Institute of Actuaries here 
this week on “The Liabilities of Pension 
Funds,” pointing out the inadequacy of 
reserves under most plans and offering 
suggestions for establishing rates on a 
scientific basis. The paper read in part 
as follows: 

“It is a strange situation that many 
corporations and municipalities have 
pension plans upon which their em- 
ployes are encouraged to rely with confi- 
dence, while the corresponding cost has 
not been calculated. The anomaly is 
the more surprising because the process 
of analyzing pension funds has been so 
well worked out by Manly, King, and 
others in Great Britain and in later val- 
uations in America. Nor are the em- 
ployer-corporations unaccustomed to the 
use of forecasts based upon experience: 
for in their production, sales, and 
financing, they generally utilize statis- 
tical methods. Eminent executives are 
regularly basing important decisions 
upon forecasts less reliable, while they 
neglect the valuation of the pensions 
they have promised to their employes. 

Deficits Are Appalling 


“Apparently they do not dispute the 
results of published valuations, but they 
seem to regard them as being academic 
rather than practical. The deficits ap- 
pall them with their magnitude. The 
comptroller does not see how he could 
use such figures in his financial state- 
ments. The writer is of the opinion 
that the words ‘liabilities’ and ‘deficit’ 
have commonly been used in such valu- 
ations in an actuarial sense quite differ- 
ent from that in which these terms are 
used in current business, and that some 
basis has thus been afforded for misun- 
derstanding. This paper is an attempt 
to reconcile these different points of 
view and to illustrate how, by suitable 
transformation, the sound and accurate 
figures obtained by current valuation 
methods can be adapted to the use of 
the accountant and the executive. 

Determine Yearly Contribution 


“The method of determining the en- 
tire ultimate cost is well established. 
We ask special attention to the matter 
of apportioning this cost to each year of 
service so as to fix the contribution due 
for each year, and the resulting liability 
at anv date. What, then. do we mean 
by adequate yearly contributions in an 
ideally constituted fund? The correct 
measure of liability hinges upon this 
question. If we should find good rea- 
sons for requiring somewhat smaller 
contributions in earlier years than actu- 
aries have generally prescribed, this 
would still further reduce the liability 
at any stage; for it is the accumulated 
or accrued, rather than the ultimate lia- 
bility, which properly finds a place in 
commercial balance sheets. 

Three Plans Suggested 

“Let us compare three different ideas. 
or views, as to the necessary annual 
contribution to be made on account ot 
each age and service group. 

“Plan 1—To ascertain what uniform 
percentage of salaries, if contributed 
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Aesop 
and 
Grapes 


“This is a popular one,” 
began Aesop. 


**A fox just at the time 
of the vintage stole in- 
to a vineyard where 
many ripe sunny grapes 
were trellised up on 
high in a most tempt- 
ing show. 

‘‘Many a spring and 
jump made the fox af- 
ter these luscious prizes 
but failure met his every 
attempt. Finally, he 
gaveup, muttering, 
‘Well, what does it 
matter! The grapes are 
sour!’ 


‘‘Now Peoples Lifemen 
get all of the grapes— 
their company supplies 
them with step-ladders 
in the form of salable 
policies.” Aesop 
chuckled in signing off. 
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Darby A. Day and Co-operation 





AN OPPORTUNITY TO SHARE IN THE BUILDING 
AND IN THE PROFITS OF THE WORLD’S 
GREATEST LIFE INSURANCE AGENCY 


OUR PLAN 





Management of the Agency to be in the hands of a Board of 
a . 

Directors consisting of eight agents and the executive manage- 

ment of the Agency. 

A general manager, assistant managers, statistician, librarian 

and several instructors of agents. 

A cooperative basis of profit-sharring in which the Agency 

Force will participate in 40% of the profits of the Agency. 

The first opportunity ever offered for an Agency Force to share 

in General Agency profits. 


OUR PLANT 


Entire 23rd floor of the new Bankers Building, corner of Clark 
and Adams Streets. 





17,000 square feet. 

40 private rooms for agents. 

A reception hall. 

A library in which every insurance publication in the 
United States will be available, including statis- 
tical tables and reference books. 

A clerical department with space for 75 clerks. 

Retiring rooms. 

Private rooms for five assistant managers. 

A brokerage department consisting of a manager's 
office and telephone battery. 


A medical department of three examiners’ rooms and 


laboratory. 
An auditorium seating 215, equipped with stage, 
blackboards, projection room and dressing rooms. 


In short, the largest and most ambitious plans ever promulgated 
for the building and development of men in the Life Insurance 
Business. 


We are looking for high-class, 
this kind of an organization. 


capable men who can fit into 


If you are looking for the biggest opportunity ever offered in 
the life insurance field, come in and see us or communicate with: 


Darby A. Day 


Manager 
Illinois Merchants Bank Bldg. 
Central 6460 CHICAGO 


The Union Central Life Insurance Co. 
Cincinnati, Ohio 




















year by year, during the period of serv- 
ice, would be sufficient to provide the 
stipulated benefits. 

‘Plan 2.—To calculate for each group 
a uniform annual contribution which, if 
made regularly during the period of 
service, would provide the required 
amount. 

“Plan 3.—The third proposal would 
be the same as plan 2 except that 
earlier contributions would be reduced 
and later contributions increased, so that 
the contribution for any earlier year im- 
proved at compound interest would al- 
ways equal the contribution for any 
later year. 

Is Common Plan 


“Tt will be observed at once that plan 
1 has been commonly used in current 
valuations. This has come about natu- 
rally because employes’ contributions are 
made (and should generally be made) 
as a percentage of salary. But upon 
consideration we shall find that plan 1 
overstates the earlier contributions and 
the accrued liabilities, and is open to 
other objections. Plan 2 is introduced 
for convenience in comparing plan 1 
with plan 3, which is recommended as 
the most logical method. 


Percentage System Difficult 


“Contributions by employes must gen- 
erally be made as a percentage of sal- 
ary. This circumstance has kept the 
attention of actuaries upon a basis which 
has little else to recommend it. To as- 
sess annual pension costs for different 
age-groups at a uniform percentage ot 
salary is somewhat analogous to charg- 
ing a uniform premium at all ages for 
ordinary life insurance. No satisfactory 
way seems to have been found to ad- 
just the cost on any percentage of sal- 
ary basis. In several notable cases 
where well-known actuaries have tried 
to remodel an unsound pension plan 
using this basis, they have given up en- 
tirely the use of a ‘pension fund’ as that 
term is commonly understood, and have 
adopted instead a savings and annuity 
plan. 

Purchase Deferred Annuities 


“Still another alternative for a pen- 
sion fund is to purchase deferred annui- 
ties from an insurance company by ap- 
plying a percentage of salaries for that 
purpose, a plan which has much to com- 
mend it as a sound and satisfactory 
method of providing annuities for em- 
ployes. But that is an entirely differ- 
ent proposition from the one now be- 
fore us. We are discussing the proper 
method of valuation, by means of a 
service table, of a pension fund of the 
usual type. The correct measure of cost 
should not be confused with the most 
convenient way to meet the cost, which 
is quite a different thing. If employes 
contribute, it will no doubt be con- 
venient to define their contributions as 
a percentage of salary, but it does not 
follow that we should calculate the nor- 
mal annual cost upon that basis. Hav- 
ing already taken the withdrawal and 
mortality rates into consideration in de- 
termining the total cost for the group, 
the cost should be spread evenly over 
the entire period of service. Plan 2 ef- 
fects this absolutely, and plan 3 equal- 
izes the contribution considering com- 
pound interest to date of retirement, 
and this method seems to have the fol- 
lowing advantages: 

Has Practical Advantage 


“It offers a somewhat less startling 
transition to an actuarial basis. ‘This is 
a practical advantage apart from theory. 
Under plan 3 the larger contributions 
for each group are made when the pur- 
pose is becoming more obvious because 
the need is nearer and more evident. To 
a board of directors or a city council this 
consideration is fundamental, and we 
must not ignore their point of view. 

“It accords with the common concept 
of accumulation, according to which the 
earlier payment grows by interest to 
equal a larger payment made later, and 
it harmonizes with the process used in 
accumulating the cost from the service 
table. 

“The fund will have other examina- 
tions made later, because of changing 
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EXTRA PREMIUM RULING 
IS IN CONTEMPLATION 


COMPANIES ARE INFORMED 





Superintendent Beha Proposes Insisting 
on More Prominence in Forms 
for Special Charges 


NEW YORK, June 1.—Superinten- 
dent Beha has under consideration pro- 
mulgation of a ruling that would ne- 
cessitate companies giving more promi- 
nence in policy forms to the extra pre- 
mium charged for disability and acciden- 
tal death benefits. To all life companies 
licensed in New York state the super- 
intendent has sent the following letter 
tugether with a request tor comment on 
tiie proposed ruling: 


Superintendent Beha's Letter 


“This department has heretofore ruled 
that the premiums charged for total and 
permanent disability and accidental death 
benefits included in life policies must 
be stated separately in the contracts. 
In view of the important place that such 
benefits have attained in the field of life 
insurance, I have given the matter tur- 
ther consideration and am contemplating 
the promulgation of a ruling to the ef- 
fect that any policy form approved on 
or after June 15, 1927, must contain on 
the first page a statement showing sep- 
arately the amount of the extra pre- 
mium charged for total and permanent 
disability benefits and for accidental 
death benefits, if any; such extra pre- 
miums to be stated in the text of the 
policy in connection with the total pre- 
miums for the contract or to be shown 
by an index on the leit hand margin 
ot the first page of the form. Further, 
the contemplated ruling would provide 
that any policy form heretofore ap- 
proved which does not comply therewith 
cannot be issued or delivered in this 
state after December 31, 1927.” 


conditions which will be reflected in a 
new service table. At the time of any 
examination, predictions can be made 
with more confidence for older groups, 
because retirement is nearer at hand, 
and plan 3 calls for relatively larger con- 
tributions for these older groups than 
for younger groups many years away 
from retirement, so that the adjustment 
required by future service tables would 
be somewhat less under plan 3 than un- 
der plan 2, and still less than under 


plan 1. 
Formula Is Simple 


‘The most important advantage of all 
is that the formula arising from plan 3 
is so natural and supplies so readily the 
information which the practical man 
needs. The familiar process already well 
worked out for pension-fund analysis 
gives the total future cost of pensions 
for the group. The objective of an ex- 
amination, as stated on a preceding page, 
is to obtain the normal cost from year 
to year. Plan 3 obtains this from the 
total cost by a simple, additional trans- 
formation for each age-group. 


Use Familiar Form 


“If we can adopt the principle of re- 
porting only the accrued liabilities, and 
use our plan 3 as a basis for annual cost, 
any feature or problem arising in special 
cases can undoubtedly be adjusted to that 
basis, and we shall gain these important 
advantages: We shall be using the 
terminology of business men in the same 
sense in which they use it themselves 
we shall be able to place the admirabl e 
work already done on_ pension-fund 
analysis more completely at the service 
of the financier and the accountant; and 
we shall thus make available for them 
the information they need in a torm 
familiar to them and adapted to their 
use.” 





The Monarch Life and the Union Labor 
Life of Washington, D, C., have been li- 
censed in Oklahoma. 
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| JEXCLUSIVE —Send for a free copy 
Now Being Granted For As a aie . : ie . mye : : 
Low As $8.00 A Month HE Estate-O-Graph is a vivid pictorial presentation of what the greatest life insurance pro- 
- .,- il tila ducers would say if they talked in pictures. It goes out every month as the individual 
| you live in a city o J . . . = 
| or less you can secure the exclu- house organ of the agent who uses it—carrying no name except his own. 
| sive franchise on the Estate-O- W H ae -enie P ne > a. “ans of , ing v lf retting every- 
Graph for $8.00 a month. There It gives a simple, convenient and inexpe nsive means of multiplying yourself getting every 
te nothing os the marbet at any where you would like to call, every month. Copies come to you each month ready for distribu- 
' ce compares wit e . - eee . ° a . . am . . 
state-O-Graph as a builder of tion to your mailing list. No worry or expense in preparing copy or writing letters. No time 
| business. OE : ; - I . 

Shab @ &<s0e eon teow diverted from your work. ; 
organ in or er most The ESTAT E-( )-GRAPH does not talk life insurance as such but demonstrates with pic- 
expensive way of printing a “Saar” : : . oe a2 é , ; 

* small house organ—for the ri- tures and charts what life insurance is and what it can do in the building and conservation of 
Sey ee Gale & Gees @ an estate, in guaranteeing the future welfare of the family, in the protection of a business 
XP for exclusive wr against the loss of its assets in human values, and in guaranteeing an old age income—in fact 
chise in your community de- . oe pera ; . # : > ie. + —— ‘ fen 

pends upon its population. Use in performing, as nothing else can, all the beneficent functions of life insurance with which you 
the coupon today and get your are « o. +) 
quotation before the exclusive are ~ familiar. ea eee : . : , al . , 
Sranchiee ta your chy te granted You must see the ESTATE-O-GRAPH for it is so entirely different from anything else 
to somebody else. : : : - : . ; er : 
that only the publication itself can convey an adequate idea of its possibilities 
' 
What ESTATE-O-GRAPH does: 5—It visualizes and diagrams ideas so they can be more easily 
' 1—It sells insurance through striking illustrations and simple absorbed 9 nes by the prospect than the same ideas could 
charts carefully selected to demonstrate at a glance the need and be through a personal interview, 
application of life insurance, emphasizing its investment value as . ’ , nies — ing ~d lemon- 
well as its protective features. 6—It rr serve as a soliciting - er being used as a demon 
M _ 2 It paves the way for an interview, selling the idea of life RGSS CF Sie SRS ee Wey 
meee and nS applications in advance of your call. 7—It will be taken home by the prospect and shown to his wife 
* — to a prospect following an interview, it serves to re- who is very apt to be consulted on the subject, or it can be sent 
pr pen me a presented verbally and to remind the prospect directly to the home where the wife will be the first to see it. It 
oO four visit. . : : 4 » > 
. . ; ; will thus have an important indirect influence 
4—It opens the mind of the prospect to the application of life a 
insurance which have not occurred to him before. 8S—It is yourseli—everywhere you want to call—every month. 
ee ee ee ee ee ee ee ee ee ee ee ee eee ee ee ee ee ee ee eet ee ee ee ee ee ee Ee ee YE ee 
THE NATIONAL UNDERWRITER CO., ; , 
1362 Insurance Exchange I live in a town of not more than 50,000 population. I am interested in an exclusive fran- 
chise for the Estate-O-Graph in my community. With the understanding that this places me 
Chicago, Illinois under no obligation to purchase, rush me the cost and further particulars. 
| For agents who live in cities over es cc gee bbSbS ob OSs be bedes oS bd OUR Eeeeehews 6200660600400h 0008000606 800R CORE 
50,000 another attractive proposi- 
— is being offered. Write for it RE ee ee ee eae Ae REIS ee neon ne 
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NEW RECORD IS MADE 
DURING “MANLY MONTH” 





BUSINESS TOTALS $3,000,000 





Agency Convention and Celebration at 
Home Office Marks Close of Suc- 
cessful Campaign. 


INDIANAPOLIS, June 2.—May, 
which was “Manly Month,” netted the 
Indianapolis Life $3,000,000 of new busi- 
ness in honor of President Frank P. 
Manly of the company. This is a new 
record for a single month’s production, 
and pushes the total insurance in force 
close to $70,000,000. An agency con- 
vention attended by some 100 of the 
company’s leading producers was held 
beginning last Saturday morning and 
closing on Tuesday of this week. Satur- 
day morning was occupied with register- 
ing the visiting agents at the home of- 
fice, conferences with department heads 
and a brief business session. 


Tells Company Ideals 


A. L. Portteus, treasurer, welcomed 
the Counselors’ Club members and other 
visiting agents and Mr. Manly made a 
stirring address on “Our Company.” He 
told.of the ideals on which the company 
is founded and assured his hearers that 
those ideals have always been upper- 
most in the minds of the officers. He 
said they will be perpetuated and that 
the company has been built on a founda- 
tion of permanence, and that the com- 
pany’s attitude toward policyholders 
and agents alike is one of responsibility 
and recognition of the inherent rights 
of those who have helped to build the 
institution. 


Gains Made This Year 


Secretary J. R. Raub gave reports for 
the first five months of 1927, showing 
substantial gains. E. B. Raub, vice- 
president and counsel, explained the In- 
diana insurance law, showing how it 
protects policyholders. The new officers 
of the Counsellors’ Club were installed, 
after which a luncheon was served on 
the home office grounds. 

Mr. Manly’s birthday is May 28. This 
is alwzys celebrated with a picnic for 
the home office forces at his country 
home on White river. This year the 
visiting agents were included in the 
party and the afternoon was spent in 
recreation. A steak grill was served on 
the river bank at the close of the after- 
noon, presided over by Mr. Manly. Mrs. 
Manly, as usual, was his able associate 
in Cispensing hospitality. 


Entertainment Lasts Two Days 


Sunday was spent in rest and recrea- 
tion. On Monday the agents attended 
the automobile race which is annually 
held in Indianapolis on Memorial Day. 

At the business sessions on Tuesday 
Dr. J. B. Young, medical director of 
the company, spoke on “The Company’s 
Position on Disability and Double In- 
demnity,” and Elder A. Porter, actuary, 
spoke on “A New Service.” The re- 
mainder of the day was taken up with 
brief talks on many important subjects 
by the attending field men. 


Illinois Life Insurance Bills 


The insurance committee of the IIli- 
nois house has recommended for pass- 
age senate bill 371 which permits life 
insurance companies of the state to cease 
making the deposit of reserve with the 


insurance department when the insur- 
ance in force amounts to $20,000,000. 
Formerly the requirements was $50,- 


000,000. The bill passed the senate. 
An old age pensio nbill, senate bill 
383, has been advanced to third read- 
ing in the Illinois senate. Senator Bar- 
bour of Evanston endeavored to have it 
recommitted to the committee on rev- 
enue and finance but his motion was 
defeated. It may pass the senate but 
a similar bill was defeated in the house. 














JULES GIRARDIN AND L. BRACKETT BISHOP 
TELL ABOUT THEIR EARLY EXPERIENCES 














ULES GIRARDIN, veteran Chicago 

Phoenix Mutual general agent, and 

L. Brackett Bishop, for many years 
general agent of the Massachusetts Mu- 
tual in Chicago reminisced before the 
meeting of the agents of the Darby Day 
agency of the Union Central Life in 
Chicago last week. 
and Mr. Bishop have literally grown_up 
with the life insurance business in Chi- 
cago and both had very interesting mes- 
sages and experiences to relate. 

“Life insurance is different today from 


what it was when I got into the busi- | 


ness”, began Mr. Girardin. “Entering 
the business today we would have to 
employ far different methods than those 
which we used in our early days. It 
was easier to get into the business then. 
All one had to do was to walk into an 
office and ask for a contract and be 
signed up. Today we require more than 
ordinary ability of the life insurance 
man. Many things have come in so that 
today the life underwriter 
trained man. Educational insurance, 
corporation insurance, life insurance 
trusts, etc., have one by one entered so 
that today a life insurance man must 
devote more time to study. We insur- 
ance men have practically got to be 
trained in all the professions. We must 
know medicine, something of law and 
banking, etc., in order to advise our 
clients properly. 


More Than Just Selling 


“In the 37 or 38 years that I have 
been in the business I have not written 
a tremendous amount of insurance, but 
I have been having the opportunity of 
spreading the benefits of life insurance. 
In this business I can do good every 
day. This is the satisfaction that I get 
from selling life insurance. It is the 
knowledge that I am rendering a real 
service that makes me proud of being a 
life insurance man. There is more to 
life insurance than just selling in- 
surance. A good life insurance man 
has other duties. Make up your mind 
that you are not in the business to make 
as much money as possible but to give 
as great a service to your fellowmen as 
you possibly can.” 


Once Union Central Manager 


L. Brackett Bishop, who at one time 
was president of the National Associa- 
tion of Life Underwriters and was presi- 
dent of the Chicago association a num- 
ber of times, followed Mr. Girardin, giv- 
ing some intimate glimpses into the 
past. Mr. Bishop began by saying that 
in 1911 Mr. Girardin was the Chicago 
life insurance men’s first choice for presi- 
dent of the National association. Mr. 


Girardin however was for some reason | 


JULES GIRARDIN 
Phoenix Mutual Life 


30th Mr. Girardin | 


must be a | 





| or other unwilling to assume the presi- 
| dency, “And so,” said Mr. Bishop, “they 
|elected me _ instead. Probably few 
| know,” he continued, “that I 
|time Chicago manager of the Union 
Central Life and had signed a contract 
with President Pattison at Cincinnati. 
It was in effect for 24 hours. 
to. Chicago the next day and became a 
partner in the general agency of the 
Massachusetts Mutual.” 


Sold 20 Payment Life 


Mr. Bishop demonstrated by examples 
|his endless chain method ior getting 
life insurance business. “When I started 
35 years ago, I had been in Chicago 
but one year and knew probably about 
| 150 people”, Mr. Bishop said. “I began 
life insurance selling by putting down 
the names of these 150 people. You 
know some people say you shouldn't 
solicit your friends but when you don’t 
}speak to your friends you do them 
|}an injustice. After your - friends 
|have died you do not get any 
thanks from the widow for not having 
spoken to them. I saw 50 people before 
I sold the first $1,000 policy. It was a 
| 20-payment life. In those years nearly 
everybody sold this form of insurance. 
During my first year I produced about 
$200,000 of insurance and it was prac- 
tically all 20-pay life. 
First Policy Prolific Seed 


“My first $1,000 policy was sold to a 
man by the name of Weaver. A few 
years later Mr. Weaver died and as 


soon as I| had heard of his death I went | 


to the widow and fixed up the papers, 
etc. A brother-in-law of Mr. Weaver a 
few days later called me and said that 
he liked the way I had handled the 
case, and would like to see me. He 
was going to place $25,000 worth of in- 
surance and said that I could have $4,- 
000 of it. I thanked him for it. He said 
that I was the first life insurance man 
who didn’t want all of it and raised the 
amount to $6,000. Later I wrote $10,000 
jon him. He introduced me to his 
cashier whom I wrote. Later he became 
president of his corporation and I wrote 
him a $100,000 policy. Year after year 
through Mr. Smith I continued to write 
new business. When Mr. Smith died I 
happened to be on my vacation and 
one of the agents in the office took care 
of the matter of payment for me. This 
agent went out and wrote two good sized 
policies on two relatives of the de- 
ceased.” 
Value of Endless Chain Plan 


Here is another example of how the 
endless chain works, according to Mr. 
| Bishop. “When I was a young fellow”, 


(CONTINUED ON PAGE 16) 


L. BRACKETT BISHOP 
Massachusetts Mutual Life 





| 


was one | 


I returned | 


| $1,000,000 IN ONE MONTH 





KANSAS CITY AGENCY LEADS 


Tops District for Bankers Life—Plan 
Campaign on Nonmedical Among 





Policyholders 
KANSAS CITY, June 1.—The Kan- 
sas City agency of the Bankers Life 
Des Moines held an agency meeting 


here last Saturday. The meeting, which 
was under the direction ot Reed G. 
Hake, manager, was a celebration given 
by the home office to 
ognition of its $1,000,000 paid-for pr 
duction during the month of March. 

The home office men in attendance 


were W W. 





the agency in rec- 


the meeting Jaeger, vice- 


president; O. B. Jackman, assistant di 
rector ol agencies, and Ceorge VW. 
Fowler, vice-president and secret 

These officials brought the greetings of 
the home office and congratulations t 


torce tor the 


Mr. Hake and the agency 


unusual production record. This is the 
first time that this agency of the Bank- 
ers Life has produced $1,000,000 in 
month. 


Prepare for New Contest 


Following the luncheon at the Kansas 
City Athletic Club the meeting was re- 
solved into a round table discussion, and 
plans for the president’s month contest 
discussed. The twenty-one agents pres- 
ent at the meeting pledged $525,000 for 

| the “No Nubbin tor Nollen” contest in 
| June. The nonmedical on old policy- 
holders feature of the contest is to be 
worked out extensively by this agency, 
and each agent was given a group of 
cards giving all the necessary informa- 
tion about old policyholders. This plan 
gives them a program for the entire 
month, 

The Kansas City agency of the Bank- 
ers Life has made a very unusual record 
during the last five months, leading the 
twelve agencies in this district for five 
consecutive times. 

A dinner-dance in the 
of the Hotel President 
agency conference. Fifty-six 
this party. 


Aztec Room 
concluded the 
attended 


TRAVELERS ANNOUNCES MEN 
WHO HEAD LEADERS’ CLUBS 





The Travelers announces that 262 
representatives of that company, includ- 
ing the national and district officers of 
the five Leaders Clubs and those who 
qualified as honorary members of the 
President’s Club, will attend the officers 
convention in Quebec, June 28-30. 

W. G. Thayer Shedd of 55 John street, 
New York, will lead the biggest delega- 
tion to the convention as president of 
the 1926 Life Leaders Club. The dele- 


gation will include nine national vice- 
presidents and 98 district vice-presi- 
dents. William S. Faber of Detroit is 


president of the Group Leaders Club, 
with 21 officers attending the Quebec 
meeting. 

Thomas M. Tobin of Yonkers, N. Y., 
heads the Accident Leaders Club, with 
65 men qualifying as officers. J. Watson 
Keath of Hartford is president of the 
automobile delegation, with 25 officers, 
and Llewellyn Powel of Schenectady, N. 
Y., is president of the Burglary Leaders 
Club. There were 16 men who quali- 
fied in two or more clubs. 








Simmons Succeeds Cullen 


Dr. R. R. Simmons has been ap- 
pointed assistant medical director of 
|the Equitable Life of Iowa succeeding 
| Dr. George Cullen, now medical direc- 
| tor of the Illinois Life. Dr. Simmons 
has been director of the medical labora- 
tories of the Iowa Methodist Hospital 
and associate editor of the Iowa State 
Medical Journal. 
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NE. Horse Racing 


The life underwriter probably cannot pick the Derby 
winner. If he does it’s just a good guess. 








But when he picks the International Life Insurance Company 
for his connection he has picked a winner— 














“A Company There’s no guesswork to it. 
willing to Pay 
the Price Required The International Life furnishes a complete line of policy 
to Give Service” contracts which combined with Home Office aid and cooperation 


makes every International Life man a winner. 


International Life Insurance Co. 


St. Louis, Missouri 


i W. K. WHITFIELD, President DAVID W. HILL, Ist Vice-President 
W. F. GRANTGES, Vice-Pres. and Gen’! Mgr. Agents 
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BANKERS 
LIFE INSURANCE COMPANY 


OF NEBRASKA 


Assets $29,400,000 Insurance in Force over $118,000,000 








Issues up-to-date Policies, both Participating and Non-Participating, with Double Indemnity and Disability Benefits. 


For many years the Bankers Life has had more insurance in force in its home state than any other company, and all of 
its business has been written by its own agents. 


Forty years of successful and conservative management have resulted in financial statements and in dividends to policy- 
holders unequaled in insurance history. 


Having laid a foundation broad enough and strong enough for a building of any size, the Company is now ready to erect 
the superstructure. 


4 If you wish to invest your time and energy where it will make the largest returns in money, satisfaction, peace of mind 
and pride in the institution you represent, it will pay you to investigate. 


LET THE BANKERS LIFE BE YOUR BANKER 


Opportunities Are Open for Producers, General Agents and Supervisors in the Following States: 


PENNSYLVANIA SOUTH DAKOTA NEBRASKA OHIO 

UTAH KANSAS MICHIGAN WASHINGTON .- 
IDAHO ILLINOIS OREGON WEST VIRGINIA 
IOWA WYOMING DISTRICT OF COLUMBIA MISSOURI 
OKLAHOMA 


For full particulars address 


HOME OFFICE, LINCOLN, NEBRASKA 
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PAUL REVERE 


wouldn’t ride a horse today if setting out upon 
a mission demanding speed and certainty. Yet 
a great many present day life insurance salesmen 
are employing old and out-of-date vehicles of 
production. 


The American Central helps its salesmen with 
modern sales aids—up-to-date vehicles of pro- 
duction— 


1. A Prospect Survey that absolutely eliminates 
“suspects”—the lost motion of selling. 


2. An aggressive, highly-successful Direct Mail 
Service that literally MAKES the sale. 


3. A Personal Proposal for cach client—lending in- 
dividuality and riveting attention to the presen- 
tation, 


4. 24-Hour issuance of policies—the outcome of effi- 
cient handling of new business in the Home Office. 


5. A first premium note-financing plan for those who 
demonstrate their eligibility to credit. 


6. Experienced Home Office cooperation in keeping 
business in force, making the policyholder a friend 
and a prospect for more insurance. 


—— 00 —— 


RENEWALS are not terminated by disability, 
death, or retirement from the life insurance busi- 
ness, and may be easily earned under American 
Central appointments—every one of which is 
direct with the Home Office. 


ESTABLISHED {1899 


AMERICAN CENTRAL 





METHODS OF CHANGING 
COMPANY CHALLENGED 


LIST OF CHARGES IS FILED 





Policyholders of Northwestern Life 
Question Right of Company Officers 
to Make Switch as They Did 


OMAHA, June 1.—Legality of the 
proceedings of officers of the North- 
western Life of Omaha in oomesnen 
with the transformation late in 1922 o 
that company from a mutual legal re- 
serve to a stock basis is_challenged in 
a petition filed with the insurance com- 
missioner by J. M. Priest, Lincoln 
attorney, who recently won a decision 
in district court in a similar proceeding 
against the North American National 
of Omaha. 

F. Alfred Schiller, who holds a charter 
certificate, brings the action in behalf 
of himself and other policyholders. The 
petition recites a number of transac- 
tions of the officers that are declared 
to have been without the consent, ap- 
proval or knowledge of the policyholders. 
In conclusion it is claimed that the 
whole plan of transformation was “a 
scheme on the part of officers and direc- 
tors to cheat and defraud policyholders 
of money belonging to them and by so 
doing gain possession of all the assets, 
records and effects of the company in 
order that they might get the same 
without remuneration, compensation, 
knowledge, consent or approval of the 
policyholders.” 


Hearing Asked 


The petitioner asks that a day for a 
hearing be set, and that if it has been 
shown that the law was not complied 
with, the department set aside the trans- 
formation and require that everything 
be turned over to the policyholders; 
that all policyholders whose policies 
have been changed, twisted or trans- 
ferred be given the option of changing 
back, and that to those who do not 
wish to change back the money taken 
from them be ordered returned. 

The Northwestern was organized as 
# mutual in 1919. In December. 1922, 
it was allowed by the department, over 
which W. Bruce Young then presided, 
to become a stock company. 


Plan of Change Challenged 


Mr. Schiller challenges the fairness 
and legality of the comprehensive plan 
approved by Commissioner Young, say- 
ing it violated the constitutional pro- 
vision that no person may be deprived 
of his property without due process. 
He says that under the dividend clause 
in his policy he was entitled to share 
in all earnings, but that in 1924 this 
by-law was stricken out, and participat- 
ing policies put in a class bv them- 
selves, with the only dividends credited 
being those derived from their own 
class. 

Charges Multiply 

It is charged that the officers paid 
the Life Company Policyholders Service 
Company of Chicago $27,597 to solicit 
policyholders to change their policies, 
the money being the policyholders’ and 
used without their knowledge, consent 
or approval. It is charged this was a 
violation of the state law against twist- 
ing policies. The insurance department 
is charged to have had knowledge of 
this fact, as well as that the officers 
had paid themselves excessive salaries 
and in addition made commission and 
renewal contracts with themselves. The 
further charge is made that in Decem- 
ber, 1925, the company took $50,000 out 
of the surplus belonging to policy- 
holders and set it up as a contingency 
reserve, which is carried in such a way 
that it may be taken down and paid out 
as stock dividends. 

It is still further claimed that in 1926 
the officers and directors bought the 
Union Reserve Life of Omaha for 
$10,118, taking money belonging to the 











policyholders to make the payment; that 


NEW COLORADO MEASURE 
CUTS OFF CHILD POLICY 


BURIAL INSURANCE ALLOWED 


Schedule Is Set Forth as to Funeral 
Benefits that Can Now Be 
Provided 


Insurance Commissioner Cochrane of 
Colorado calls the attention of the com- 
panies to the new act, house bill 262, 
which prohibits insurance on children 
under age of 10 years, fraternals ex- 
cepted, unless it be burial insurance. 
Any person violating the act will be lia- 
able to a fine of not less than $25 or 
more than $50, and shall be impris- 
oned in jail for not less than three 
months nor more than six months. Any 
company violating this section shall 
have its license canceled. The excep- 
tion is burial insurance. It is provided 
that the natural parent or parents of a 
child of the age of one year and upward, 
may take out such insurance. The 
amounts of insurance, however, are stip- 
ulated as follows: 

Between ages one and two, $50; be- 
tween two and three, $75; between three 
and four, $100; between four and five, 
$130; between five and six, $160; between 
six and seven, $200; between seven and 
eight, $250; between eight and nine, 
$320; between nine and nine years and 
six months, $400. The act goes into 
effect at once. 


REPORT ON FRANKLIN LIFE 


Convention Examination of Illinois 
Company Reveals Sound Financial 
Condition and Satisfactory Progress 


The convention examination of the 

Franklin Life of Springfield, Ill., as of 
Dec. 31, 1926, shows total admitted 
assets of $21,692,320, with net reserves 
of $19,596,196, plus extra reserves for 
total and permanent disability benefits 
included in life policies of $120,740 and 
extra reserves for accidental death bene- 
fits in life policies of $15,190. The com- 
pany has paid up capital of $100,000 and 
surplus of $860,263. As of Dec. 31, 
1926 the company had $191,560,326 of 
insurance in force. The examiners re- 
duced the net surplus from $887,344 to 
$860,263 in order to make a few minor 
adjustments in various accounts. The 
company had $10,967,965 invested in 
farm mortgages and $2,780,402 in city 
mortgages. The examiner stated that 
the company had selected its mortgages 
from among securities of very good qual- 
ity. The company had bonds with par 
value of $1,196,550 and market value 
of $1,187,496 which the examiners de- 
clared to be of high grade issues upon 
which the average interest rate is ap- 
proximately 4.8 per cent. 
The report states that the company 
has enjoyed steady growth with regard 
to the amount of insurance in force and 
with regard to its assets. The business 
written seems to be of good quality 
and the character of the investments 
high, yet the increase in surplus has 
been rather slow due chiefly to heavv 
deferred dividend payments to policy- 
holders in recent years, a large part 
of which was paid out of surplus. The 
report declares that it may be expected 
that future increases in the surplus ac- 
count will be more rapid. 


the officers and directors of the Union 
Reserve at that time are now the officers 
and directors of the Northwestern, and 
that it was, in essence, a transaction in 
which they dealt with themselves and 
paid themselves. 


Mrs. Mary Price, wife of Charles L. 
Price, department manager of the Pru- 
dential in Denver, Colo., died at her home 
there last week, after an illness of sev- 
eral months. She is survived by her 
husband and a son, Cecil B. Price, as- 





sistant manager of the Prudential 
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T THE MEETING of the Insur- 
A ace Advertising Conference in 

Hartford, the outdoor features 
were spoiled by the constant downpour 
of rain for the entire three days. There 
had been arrangements made for golf 
and tennis Tuesday morning. At the ath- 
letic field of the Hartford Fire later that 
morning a baseball game was to have 
been staged with all its trappings and 
dramatic enfoldment in which would-be 
players from the conference were to 
have made a holy or unholy spectacle 
on the diamond. Reputations unmade 
remain in the silence. 

The Wednesday afternoon program 
arranged by the Strathmore Paper Co. 
at Mittineague, near Hartford to its 
mills and a drive over scenic roads was 
sadly interfered with because of the 
rain. 

By way of criticism, the conference 
makes a mistake in having its group 
meetings away from the hotel. This 
cuts down the attendance. At Hart- 
ford because of the rain, transportation 
to and from these meetings was in- 
adequate. Group conferences are al- 
ways handicapped by outside meeting 
places. The fire conference was held 
at the Hartiord Fire, the life at the Con- 
necticut Mutual Life and the casualty at 
the Phoenix Mutua] Life, all delightful 
and commodious but too far away. 


A. W. Spaulding of the Hartford Fire 
advertising department, a young man of 
fine ability, handled the press service. 
He had print photos and brief sketches 
of all officers and speakers and copies 
of most of their talks. He is the new 
president of the Hartford Advertising 
Club, a very lively and progressive in- 
stitution. 

7 * > 

The veterans and founders of the con- 
ference are prominent in its activities. 
These men blazed the way and have 
done much to promote the insurance 
advertising cause. Leon <A. Soper, 
Phoenix Mutual Life; J. W. Long- 
necker, Hartford Fire; Luther B. Little, 
Metropolitan Life; C. S. S. Miller, North 
British & Mercantile; E. L. Sullivan, now 
with the Meredith publications; W. W. 
Ellis, now with the National Board of 
Underwriters: C. A. Palmer, North 
America; A. H. Reddall, Equitable Life 
of New York; E. A. Collins, formerly 


with the National Surety, have done 
yeoman service for this splendid or- 
ganization. 


bd * 7. 


At the banquet, H. A. Calahan, adver- 
tising counsellor of New York City, 
introduced a novel feature in his talk 
illustrating advertising lessons, by hav- 
ing his dog “Powder” stand on the 
table before him. “Powder” would 
jump for meat and tidbits that he par- 
ticularly enjoyed. Offered some dry 
toast, he sneeringly passed it up until 


INSURANCE ADVERTISING CONFERENCE 


his master tried to take it from him. 
Then he snarled and growled with an- 
ger, eating the toast with avidity. Mrs. 
Calahan is the silent partner in the dog 
act, getting him quieted down for his 
part. The dog is trained to perform 
by following not only the speaker's ac- 
tions but his words as he proceeds. lf 
he deviates from the regular course of 
the program “Powder” becomes dis- 
concerted. 
+ * * 

W. L. Hadley, business manager of 
the “Eastern Underwriter” was present 
at the banquet with Mrs. Hadley and 
their family of five adopted children, 
four girls and one boy. The four 
youngest were adopted within one year. 
At the banquet President W. W. Ellis 
said that Mr. Hadley not only broke 
the adoption record but he ran a higher 
score at his golf club than any other 
member 

7. * * 

At the Tuesday luncheon, all out of 
town people were furnished bags in 
which “Made in Hartford” products 
were placed. Some of these. are Bon 
Ami, Williams Aqua Velva, Brand's 
International Sauce, Skat, Fuller 
brushes, Williams Shaving Cream, 


Noark cigarette holders. 
* ” 
Winslow Russell, vice-president of 


Phoenix Mutual Life, who introduced 
Ernest Elmo Calkins, the New York 
advertising expert and author, read a 
letter from Bruce Barton, the advertis- 
ing man and writer, in which a finished 
tribute was paid to the speaker. Mr. 
| Russell also referred to the unprece- 
;dented action of the referee at the prize 
fight in New York where 50,000 had 
gathered, in asking all to stand in silent 
prayer for the safety of the American 
aviator who was sailing in the clouds 
across the Atlantic. 
* * 

Aside from the representatives of the 
insurance papers and some of the adver- 
tising agencies, the conference does not 
attract many camp followers. The in- 
surance press people as a rule belong 
to Class B group, not entitled to vote 
jat a business meeting. John T. Hutch- 
inson, secretary of the Insurance Fed- 
eration of America; A. A. Klinko of the 
National Association of Insurance 
Agents and Henry Swift Ives, vice- 
president of the Casualty Information 
Clearing House, the last named being 
‘a speaker before the casualty group, 
were present. J. M. Haines of New 
York, assistant manager of the London 
Guarantee & Accident, which won the 
“Rough Notes” trophy for the best 
series of advertisements in insurance 
papers, was on hand to receive the 
coveted treasure when it was presented 
by Manager A. J. Wohlgemuth of that 
publication. 


Miss F. E. 
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KNOWLEDGE 


Is the foundation of every business success. 


The Equitable Life of Iowa believes that 
every agent should have full knowledge of 
the life insurance business and be schooled 
in salesmanship. To this end a company 
educational course has been developed and is 
offered to field representatives under the 
supervision of an Educational Director. 


This is but one of the many advantages the 
Equitable Life Insurance Company of Iowa 
has to offer its representatives in the field. 





Home Office: Des Moines 


1867 


Sixtieth Anniversary 


1927 








SIX MEN 








We have six new territories 
for six good men under real 
general agent’s contracts. 


Address 





INSURANCE CO. 


66 BROADWAY NEW YORK 
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INDIANAPOLIS LIFE 
INSURANCE COMPANY 


Wants Managers—Direct Home Office Connection 
A Real Opportunity to Men Who Can Qualify 


GRAND RAPIDS, MICHIGAN 


We are not looking for high pressured men who flit from Company to Company, 
intelligent and capable men—those who believe that the correct way of 


want honest, 


For 


DES MOINES, IOWA 
DAYTON, OHIO 


but we 


building an agency is by giving to Policyholders the BEST SERVICE at the LOWEST 


COST. 


If you believe that the Company that serves its Policyholders best serves its agents 


best: 


If you want to establish an agency for yourself: 


li you believe that w 


muster with the best: 


If you are willing to work and to grow, and you want 
If you are at liberty to represent us, 
The pyramid of figures printed below will interest you, 


structive, steady grow 


1907 
1908 
1909 


1910 
1911 
1912 
1913 
1914 


1915 
1916 
1917 
1918 


1919 
1920 
1921 
1922 


1923 
1924 
1925 


ith splendid co-operation from the Home Office you can stand 


a real opportunity, we have it. 


write us. 
if you like conservative, con 
th in the development of Life Underwriting. 


GROWING STEADILY 
Insurance in Force 
$325,000.00 
1,281,909.93 
2,158,315.62 
2,344,449.12 
3 037,135.59 


3,760,237.71 
4,451,264.48 
5,756,690.86 
7,011,554.27 
8,655,788.49 


10,231,921.21 
12,021,820.06 
13,665,053.54 
15,532,346.26 


20,456,374.44 
27,006,018.90 
31,275,345.88 
35,236,427.74 


40,882,131.98 
46,628,369.17 
54,432,038.01 


1926 64,065,097.61 
1927 70,000,000.00 


PURELY MUTUAL—LOW INITIAL PREMIUMS—LARGE 


ANNUAL DIVIDENDS 


Operating in INDI. 


RESULTING IN LOW NET COST 


ANA, ILLINOIS, MICHIGAN, TEXAS, OHIO, MIN- 
NESOTA, FLORIDA and IOWA. 


For Agency Address 
; "he TY JOE C. CAPERTON 
TR , \ . 3 . , 
wee ' di a ’ or Second Vice-President 
restdciu f 


& Agency Manager 


necticut General Life’s advertising | DIRECT MAIL ADVERTISING 


| department, is one of the 
| members of the conference. She has dis- 
|played rare talent in her work. Miss 
| Alice E. Roche, manager of the depurt- 
| ment of sales promotion of the Louis F. | 
Paret agency of Camden, N. J., and 
Philadeiphia, is a very sprightly and 
popular member. She directs the pro- 
motion end of her agency most success- 
fully. At the life group meeting Miss 


Roche explained some of the methods | 
she employs in the direct mail system. | 
At the afternoon tea the Sunday be- | 


convened, Miss 
secretary of 


Con- 


fore the conference 
Anna B. Sands, assistant 
the Manufacturers Association of 
necticut, was the official hostess. She 
and Mrs. John W. Longnecker, home 
boss of the advertising manager of the 
|Hartford Fire, and a most charming 
women, poured, 
* * 

At the banquet Eugene Anderson, the 
beau brummel of the Hartford Fire’s 
| publicity department, sang two solos. 
He sings in one of the church choirs, 


most able | 


IS PROFITABLE VENTURE 


|PARET AGENCY’S EXPERIENCE 


| Alice E. Roche Describes Plan in Ad- 


dress at Hartford Meeting of Insur- 
ance Advertising Conference 


In an address at the meeting of the 
Insurance Advertising Conference in 


| Hartford last week, Alice E. Roche, man- 


passessing a voice of resonance and | 
|power. The toastmaster declared that 
Mr. Anderson was the model for the 
| Hartford Fire’s fire demon with out- 
| stretched arms of flame. 
| . -*. 6 

The orchestra at the banquet con- 
|}ducted a musical questionnaire. It 
played some 24 sclections. Mrs. Fred 


| N. Ennis, whose husband is connected 
with the America Fore advertising de- 
| partment, secured a perfect score. Three 
}men also won but graciously yielded 
the prize to Mrs. Ennis. She was es- 
corted to the orchestra platform by E. 
| L. Sullivan and Henry Swift Ives, two 


|of the male winners, to be awarded the 
prize. 

* * * 
| W. W. Darrow, whose work as pub- 


‘city director of the Home Fire of New 
York group has attracted wide atten- 
tion, was introduced three times by the 
master of revels at the banquet betore 


he was allowed to speak. Mr. Darrow 
is the conference secretary. His part 
of the program was the devising of 


the decidedly clever cartoons thrown on 
the screen, taking off members and ac- 


tivities of the organization. 
= * * 
C. W. Van Beynum, publicity man- 
ager ot the Travelers, and Mrs. Van 


dinner at their home 
the conference to 
and former members of THE 
UNDERWRITER staff who were 
in Hartford at the meeting. Mr. Van 
Beynum was formerly connected with 
| that publication editor at 
its Chicago office where he achieved 
distinction by his resourceful efforts. 
| Among the guests were Mrs. Nora Vin- 
|cent Paul, vice-president in New York; 
|C. M. Cartwright, managing editor; 
| Frank W. Pennell, formerly associate 
leditor in Cincinnati and later in New 
| York, and now one of the leading life 
}agents in the latter citv: R. W. Conde, 
| formerly office manager at Chicago and 


Beynum, 
| the first 
present 
NATIONAL 


gave a 
evening ot 


as associate 


jnow head of the business department 
lof the “Insurance Field”: A. J. Wohlge- 
muth, formerly associate manager at 
| Chicago and now manager of “Rough 
Notes”: Ralph E. Morrow of “Rough 
Notes.” C. S. S. Miller. director of 
| publicity of the North British & Mer- 


formerly eastern vice-president 
NATIONAL UNDERWRITER, was un- 
attend the dinner. 

* * * 


| cantile, 
| of THe 
| able to 


brief talks 
manager of 
\ssocia- 

Long- 


Inncheon 
Pearson 
Advertisine 

and J. W 


At the Tuesday 
| were made bv Farl 
| the International 
| tion, Leon Soper 
| necker 

| * * * 
star in the firmament is Dale 
local agent at Middletown, 
gimlet and sharp 
captivated his audience 
his droll com- 
observations 
Connecticut 
and 


| 

| new 
| n ool a 
| ¢ ‘onn He has eves 
| features He 
| with his sparkling humor, 
delicious, spicy 
to the surface on 


Dav when he 


ment and 
He came 


Insurance spoke 








} evoked much laughter 


| operated by that agency. 


| prospects for his direct mail mill. 


ager of the department of sales promo- 
tion of the Louis F. Paret Agency of the 
Provident Mutual in New Jersey, de- 
scribed the direct mail advertising plan 
She said in 
part: 
Allow Each Agent Quota 

“We allow each agent a quota of 250 
These 
prospects can be of his own choosing or, 
if he prefers, we will select names for 
him and submit them to him for his 
approval. In order to be able to submit 
worthwhile names, we have built up and 
are constantly increasing a reservoir of 
leads which numbers many thousands 
and which had as its nucleus the mem- 
bers of the leading organizations of New 
Jersey, commercial, civic, industrial, pro- 
fessional, agricultural, etc.; members of 
the listed chambers of commerce, boards 
of trade, manufacturers’ clubs, in fact 
every conceivable source from which we 
could expect worthwhile names. This 
reservoir is classified alphabetically by 
the namie of the prospect, geographically 
by the location of the prospect and topic- 
ally by his occupation or interest. This 
permits us to have what we choose to 
call an ‘approach proof’ lead reservoir. 
We are thereby enabled to cater to the 
canvassing whims of agents from the 
standpoint of occupational groups, lo- 
calities or otherwise 


Select Letters for Prospects 


“A letter is sent to each prospect for 
every six weeks in the name of the agent. 
We have a file of some 50 letters and 
the selection of the letters for each pros- 
pect is an individual matter and is made 
on the basis of the information which we 
have concerning that prospect. We 
never fail to take advantage of a speci- 
fic appeal along the line of educational 
insurance, mortgage insurance, business 
information at 


insurance, if we have the 

hand which warrants the sending ot 
such a letter. On the other hand, we 
refrain from any specific appeal if we 


do not have the necessary information 
at hand which would make that appeal 
an appropriate one. It is our belief that 
an entire campaign can be discounted by 
the prospect because of one or two in- 
appropriate appeals. 


Keep Agent in Mind 


“We try to impress our agents with 
the fact that the object of the campaign 
is to keep them in the prospect’s mind 
until such time as they are able to see 
him personally. We operate on the 
theory that vulnerability exists in every 
prospect’s mind somewhere and _ that 
sooner or later that vulnerable point will 
be reached by an insurance appeal. We 
hold no brief for repetition per se. We 
believe that repetition of itself results 
in monotony. We stand for variety in 
repetition. In other words, each of our 
insurance appeals is of a different na- 
ture and is pointed toward some known 
need of the prospect. 

Can Make Intelligent Call 


“After a series of letters has been 
completed, the prospect’s name is given 
to the agent with a complete keyed rec- 
ord of the letters that have been sent 
and as well a corplete file of the letters. 
This enables the agent within a_ half 
hour’s time to acquaint himself with the 
actual letters which have been sent in 
his name to the prospect, thereby en- 
abling him to make an intelligent calli 


| on the prospect with the thought of writ- 


(CONTINUED ON NEXT PAGE) 
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COURT GRANTS RELIEF 
TO DEFENDANT COMPANY 


FORMER AGENTS ENJOINED 


Crescent Life Gets Order Restraining 
Complainants in Litigation from 
Interfering with Its Business 


ROCK ISLAND, ILL., June 2.— 
lemporary injunction has been granted 

circuit court here restraining B. A. 
Shearer and E. G. Frazer from any 
acts which may be construed as inter- 
tering with the business of the Crescent 
Life of Indianapolis. The defendants 
were former agents of the International 
Lite & Annuity Company of Moline, 
which was merged a iew months ago 
with the Crescent Life. Mr. Shearer is 
complainant in a number of suits against 
the International and Mr. Frazer was 
complainant in the suit which resulted 
in the arrest of C. Edwin Johnson, M. J]. 
Dorsey and Harry Tressel, former 
agency manager, president and secretary 
respectively of the International, on 
charges of conspiracy. The case has 
been presented to the grand jury but 
thus far no action or report has been 
made. 

rhe restraining order directs the de- 
fendants from “talking to, writing to, 
or in any manner by themselves, their 
agents or otherwise, directly or indi- 
rectly communicating with any holder 
of an insurance policy written or rein- 
sured by the Crescent Life Insurance 
Company regarding life insurance and 
from publishing, circulating or in any 
manner disseminating reports or state- 
ments concerning the Crescent Life or 
in any manner discourage holders of pol- 
icies issued or reinsured by the Cres- 
cent from paying premiums or continu- 
ing their policies in force or in any 
manner persuading and encouraging 
holders of policies to surrender such 
policies or permit such policies to lapse 
for payment of premiums until further 
order of this court.” 


W. A. Cunningham’s Record 


W. A. Cunningham of the Tri-State 
division of the Reliance Life of Pitts- 
burgh, recently completed 52 weeks of 

nsecutive weekly production, Mr. Cun- 
ningham was one of the leaders in writ- 
ten and paid business during March, 
one of his applications being on the 
ncome plan for $17,400. Spencer 
Semmes is supervisor of the department 


DIRECT MAIL ADVERTISING 
IS PROFITABLE VENTURE 
(CONT'D FROM PRECEDING PAGE) 
ing him at the time or of reporting him 
sack to us as a prospect worth circular- 
ization or, if circumstances warrant, re- 
porting the prospect as ‘deadwood,’ un- 
orthy of circularization. 


Campaign I« Profitable 


“Our direct mail campaign has, true 
expectation and prediction, proved 
ost profitable. It has already netted us 
returns which can conservatively be 
called highly gratifying. It has already 
paid us big’ dividends in the creation, 
stimulation and retention of good will 
and in an amount of business on our 
books that spells profit with capital 
letters Our average case on direct 
mail is practically three times the aver- 
age case of the leading insurance 
companies. Two percent of the circular- 
ized prospects have cleared the agent’s 
expense of the campaign for an average 
period of five years. Each agent has 
iid $10 a month toward his direct mail 
work, The lapsation figure has been an 
exceedingly low one All cost of the 
ork, from an agency standpoint, has 
only been cleared from our books, 

t as well a most substantial figure of 
rofit has been placed thereon. From 
every angle the campaign has been a 


” 
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ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 


SELLING INSURANCE ON 
LIVES OF CHILDREN 


Our new Juvenile Policies offer a great 
opportunity and a distinctive field of 








te 
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deal Plt lll 







service. 










Endowment policies at ages 16, 17, 18, 
19, 20 and 21. Also straight 20 Year 
Endowment and 20 Pay Life contracts. 


f 














Written from age one day old and 


up. 


Without re-examination, automatically 
placed in full benefit for the face of the 





policy at age five. 


Special Waiver of Premium Benefit 
waives premiums in event of death or 
total permanent disability of the bene- 
ficiary. 

A great many of our agents are de- 
voting their time exclusively to the 
Royal Union Life Building money-making sale of these wonder 


Cor. Seventh and Grand Ave., 
Des Moines, Iowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


A. C. TUCKER, President 





contracts. 














THE SECURITY LIFE INSURANCE CO. OF AMERICA 


0. W. JOHNSON, PRESIDENT 


WITH 


Insurance in Force. ...........ccccccccccccsseccccscssss Over Fifty Million 
AND THAT HAS 
Paid Policyholders since organization.........................-Five Million 
WANTS—General Agents and Managers in 17 states 


Contract—Commissions or commissions and expense allowance 
Address S. W. GOSS, Vice-President, 134 N. La Salle St., Chicago, IIL 




















George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 

Address 
ERNEST C. MILAIR, Vice-President and Secretary 
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HARRY Y McNAMER IS 
AGENCY GUEST SPEAKER 


“IMAGINATION” IS HIS THEME 


Former Chicago Association President 
Tells Darby Day Agency Men Impor- 
tance of Analyzing Others, Selves 


Harry McNamer, a former president 
of the Chicago Association of Life Un- 
derwriters and now and for some years 
an agent of the Equitable Life of New 
York, was the principal speaker at a 
recent meeting in the Darby A. Day 


general agency of the Union Central 
Life, Chicago. “Seeing Others and Our- 
selves” was his subject. The need of 


imagination in selling life insurance was 
the theme, and it was developed cleverly 
for an appreciative group of listeners. 

“Your client,” Mr. McNamer said, 
“must be made to see the possibilities 
of insurance, and to make him 
vou need imagination. But first the 
agent himself must see the possibilities 
of the business. He must have imagina- 
tion about himself. If he is in the wrong 
business he should get out and if he is 
in the right business he should get out 


of it all he can. Too many see commis- 
ions instead of the business and its 
meaning. The opportunity to serve 


should predominate in the agent's think- 
ing, and serving his client means relat- 
ing insurance to the client’s self.” 


Lazy Agents Few 


McNamer stated 
seen thousands 
and go in the business, 
only two lazy men who were agents. 
‘The business,” he said, “does not at- 
tract lazy men, most of the unsuccess- 


that although 
of men come 
he has known 


Mr. 


ne nas 














AS SEEN FROM NEW YORK 


BY G. F. WILLISON. 





ASSOCIATION MEMBERS MEET 


Several leading members of the Na- 
tional Association of Life Underwrit- 
ers met in the New York office of 
Hugh D. Hart of Hart & Eubank last 
Friday to discuss association subjects, 
and particularly to consider matters in 
connection with the proposed American 
College of Life Underwriters. Among 
those present were John A. Stevenson, 
second vice-president of the Equitable 
Life of New York; Everett M. Ensign, 
Graham C, 


jall of New York City; Paul F. Clark | 
of Boston; George Hunt of Hartford | 
and Edward 


A. Woods of Pittsburgh. 
x * x 


INSURANCE AND WAGES IN 1926 


Life insurance in force in this country 


|at the end of 1926 represented 133 per- 


see it 


| despite continued spending, 


ful men in the business being so be- | 


cause they are unimaginative.” Touch- 
ing on the actual mechanics of making 
the sale he said: J 
“Men in the life insurance business 
the business for themselves. The 
requisite of business success 1s 
n, and the prime element of plan is 
economizing time. It is best to see pco- 


ve in 
are in 





ple only by apf ointment, and the best | 
way to make appointments is by tele- 
me. Use the telephone to eliminate 
those who will not buy. 3ut do not 
try to sell over the telephone. The 
most and the best sales are made by | 


nal contact.” 
McNamer told how 
business he used the 


Mr his early 


high- 


in 


d vs in the 

pressure method of selling and how he 
was taught by experience to change 

his tactics High-pressure sales, he 
und. resulted in many delayed pay- 

ments and numerous lapses. For this 


method the imaginative method was 

substituted and business improved. 
“Purther.” the speaker said, “the 

nt must do creative thinking about 


2e2¢ 

the type of clientele he wants. Life in- 
surance men are credit men, and you 
all know that only a high type of per- 
son can obtain credit. The agent can 
pick the persons he can deal with suc- 
cessfully, and since the greatest part 


f af agent s time is used in thinking 


apd 
about his clients, he must do straight 
thinking 
Staging Important 
“Ma agents do not set the stage 


enough for their clients. 
the agent gute on the greatest show the 
client ever will see, and an important 
element in pn show is the staging. It 
« better to delay the show a long time 


before it is properly 

‘Reg varding the closing interview, Mr. 
McNamer said it is always best to have 
it in the agent’s office. He pointed out 
} the client comes to the agent's 
office he is thinking about the agent 
and the agent’s proposal. The agent 
will not be interrupted, as the client so 
often is in his own office, and the result 


har > yn +? T 
tha o put tm on 


staged » 


c 
* + 





usually is more confidence, greater in- 

timacy, and a more satisfactory sale. 
‘ 

“Finally,” the agents were told, “the 


use of the voice is one of the biggest 


| Orrin C, 


In many cases | 


cent of the total wages and salaries 
paid during the year, according to the 
“Index” of the New York Trust Com- 
pany. Divided on a per capita basis, 
the $80,000,000,000 in force gave every 
man, woman and child in the United 
States $678 of life insurance protection. 
Attention is also drawn to the fact that 
new sales of ordinary policies during 
1926 were 450 per cent greater than 
in 1913, new sales of industrial policies ' 
more than 400 per cent greater, while | 


new sales of group insurance increased 
5,500 per cent over the 1913 figure. 
“Reports for the first three months 


of 1927 show that life insurance sales 
increased almost 4 per cent over the 
corresponding months of 1926,” con- 


indication that, 
the Ameri- 
can people are also increasing their sav- 


tinues the “Index,” “an 


ings. Efficient sales methods and the 
adaptation of insurance policies to fit 
practically every purpose have been 


largely responsible for the 210 per cent 
increase in the aggregate amount of in- 
surance in force between 1906 and 1926, 
making allowance for the pre-war value | 
of the dollar, there was $25,800,000,000 
of life insurance outstanding in 1906 as 


compared to $80,000,000,000 in 1926. 
x * * 
NEED OF THRIFT EDUCATION 


“Most of the social problems of this 
country can be traced to economic 
causes,” according to Vice President 
Lester of the Bowery Savings 
principal speakers be- 
conterence here last 
week of directors and supervisors of 
vocational training, who were also ad- 
dressed by Herbert L. Rhoades of the 
personnel division of the Metropolitan 
Life. “I believe the biggest social prob- 
lem confronting the people of any 
country is the unintelligent management 
of personal incomes,” said Mr. Lester. 
“The average individual and family are 
almost totally ignorant the simplest 
financial problems. They have no plan 
or program for the management of their 


Bank, one of the 


fore the annual 


ot 


life earnings, and they are easy prey 
for fraudulent investments.” Mr. Les- 
ter went on to say that he did not blame 


the people as much as the financial in- | 
stitutions of the country, which had ' 
| factors in closing business. A_ tense, 
high-pitched voice often causes embar- 
rassment and sometimes results in 
broken contract and loss of a sale 
that could have been clinched had 
better tactics been used And don’t 
be afraid of sentiment in your clos- 
ing argument. Sentiment in the form 
of a human interest story is the best 
business closer that can be used sy 


painting for your client a word picture | 
that he can relate to his own life you 
are serving him, and the ultimate sat- 
isfactions of life are the contributions 
you make to life in the form of service.” 





Columbus Mutual Meeting 


of the 
held at 


The annual agency meeting 
Columbus Mutual Life will be 
Cedar Point, Aug. 24-26. 


| lamentably 


Wells and Charles A. Foehl | 


| by 


| panies to 3 per cent. 
|of no avail. 




















failed to help families in 
working out their economic lives on a 
sound basis. Most employers had failed 
to work out plans for the ultimate in- 
dependence of their workers. Public 
education had failed to instruct youth 
sufficiently in thrift. When economic 
responsibility is included in 
curricula, he said in conclusion, 


ever introduced into the school sys- 
tem. The speaker should have added 
that when that subject is introduced 
universally, training in the principles 
and uses of life insurance will doubt- 
|less form no small part of the thrift 
course. In fact, this thrift training is 


a splendid piece of work in which the 
National Association of Life Underwrit- 
ers is already engaged as a pioneer. 
x * * 
AETNA LIFE AGENCY CHANGES 


The dissolution of the Hart-Eubank 


| agency here of the Aetna Life on July 1, 


when Hugh D. Hart leaves his present 


school | 
it will | 
be as important as anything that was | 


SALESMEN CLASSED IN __ 
THREE GENERAL TYPES 


DARBY DAY CHIEF SPEAKER 


| 
| 


Addresses Two [Illinois Association 
Groups on Same Day—Business 


Men of Cities Attend 


Darby A. Day, Chicago manager of 
the Union Central Life and recently 
elected president of the Illinois state 
association, was the principal speaker 
at the largest meeting in the history 
of the Galesburg, IIl., association, re- 
cently held. Mr. Day spoke at Quincy 
association the same day. 

Many business and professional men 


|attended at the invitation of the Gales- 


burg underwriters. Following an ad- 


| dress of welcome by Ralph Fields, loca! 


connection to become vice-president of | 


the Penn Mutual, marks the passing 
from insurance annals of an agency 
name made famous from coast to coast 
because of the agency’s phenomenal 
success along both production and edu- 


cational lines since its formation about | 


three years ago. In that time a sound, 
well-knit organization has been created, 
which will henceforth function under the 
sole direction of Gerald A. Eubank, 
who announces that no radical changes 
are contemplated in either the practices 
or principles upon which the agency 
has operated so successfully. There is 
every indication that the new Eubank 
Aetna agency will go on to establish 
even greater records for itself. As the 
business of the Aetna is expanding so 
rapidly here, it should not be affected 
the fact that its former 42nd Street 
branch office has been raised to the 
full status of a general agency under 
Harold C. Hubbell and another new 
general agency will soon open its doors 
on 34th Street in charge of James R. 
Brown, general agent of the company 
at New Haven. 
he + 
BRIEFS IN SELLING 


USE OF 


“ 


if you feel it necessary to write a 
brief that your prospect may read 
well hear your proposition, by 
all means write a brief,” is the advice 
of Harry Gardiner, general agent here 
of the John Hancock Mutual. “I may 


so 


as as 


| to sell ourselves. 


| ward 


operator, Mr. Day spoke on 
“What Have We to Sell?” 


Three Types of Salesmen 


real estate 
the subject, 


He divided salesmen into three gen- 
eral types Scientific salesmen; sales- 
men of necessity, and natural salesmen. 
He stressed the importance of sales- 
manship, no matter what the form of 
human service. 

“We must carry 
expect to win the 


conviction if 
confidence of other 
men. Most of us must admit, when 
we go out to sell, that we can sell only 
a small part of the people we try to 
influence. The most important thing is 
We need to cultivate 
the disposition that submerges the in- 
feeling of pain in the seeming 
and the cheerful, friendly word.” 


we 


smile 
Organization Plans Explained 

C, F. Criswell, secretary of the IIli- 
nois state underwriters, accompanied 
Mr. Dav and explained the plans and 
accomplishments of the organization. 
Robert C. Jordan, district manager for 


| the John Hancock Mutual and president 


|for in his community. 


say that one or two of my agents never | 


to sell life insurance without a brief. 
They like to figure cash values, divi- 
dends, etc., giving their prospect the 
whole story, sometimes in two or three 
pages. They are successful. Other men 
in my agency, however, could not sell 
a dollar’s worth of life insurance if 
they set about it that way. Personally, 
I believe the best way to sell life in- 
surance is without a brief, for the man 
who gets business by using briefs never 
sells on the first interview and very 
rarely on the second.” 


try 


|OHIO DEPARTMENTS MAY 


| the 


FIND THEMSELVES CRIPPLED | 


Columbus, O., June 2.—The general 
assembly adjourned without overriding 
any of the vetoes which had been exer- 
cised by Governor Donahey. Special 
efforts had been made to have the legis- 


lature restore the appropriation for the 
state library, which must now close its 
doors July 1. In the last week an 


effort had been made by life insurance 
men to have the legislature repeal the 
Myers act increasing the tax on life 
insurance premiums of foreign life com- 
The move was 
The governor vetoed ap- 
for traveling expenses of 


propriations 0 
state departments. This 


some of the 





of the Galesburg association, presided. 

_ Insurance men were present from 
Galva, Kewanee, Monmouth, Peoria and 
other nearby centers. 

Quincy Meeting Follows 


Mr. Day made an address on “Using 
Four Working Tools.” He emphasized 
what a life insurance man ought to stand 
“You ought to 
be 


as proud of your business as you 
are of your salesmanship. When you 
go in to call on a prospect tell him, 


‘T am not asking you for any of your 


time—I am offering mine.’ 

“If IT were going to start in life in- 
surance business in Quincy.” said Mr. 
Day, “the first thing I would do would 
be to get all the telephone directories 
of this city and the county. I'd spend 
part of my evenings calling up some 
of these people and I'd sav, ‘I am a 
stranger in Quincy. May I call upon 


you some evening and have the pleas- 
ure of getting acquainted” 

“I'd go to the court house and get 
records of mortgages, births, ali- 
mony verdicts and everything that would 
give me facts revealing specific needs 


of particular individuals. 


Agent Saves Homes 


, ce. sa 

‘A life insurance man saves homes. 
and what is life without homes? What 
we need is clean, honest comradship 


}in our dealings with one another. Fverv 


one admires such people.” 
R. B. McKnight. agency supervisor 
for the Franklin Life and president of 


the Quincy association, presided and in- 
troduced the speakers. 


_ Robert C. Jordan, president of the 
Galesburg association. accompanied the 
state officers to Quincy and made a 


short talk. 


may cripple the attorney general’s de- 
partment in the investigation of insur- 
ance cases, and, it is reported, the in 
surance department and the state fire 
marshal’s department 
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COSMOPOLITAN LIFE 
OBTAINS ITS LICENSE 


IS ON LEGAL RESERVE BASIS 


Chicago Company Will Begin Writing 
Business in Illinois in 
Near Future 


License has been issued to the Cosmo- 
politan Life of Chicago by the Illinois 
department, and the company is making 
rapid progress towards starting to write 
business. The Cosmopolitan is organ- 
ized on the legal reserve basis and its 
stock is held by the policyholders of 
the former Guaranteed Equity Life of 
Chicago, which was an assessment com- 
pany. The Cosmopolitan capitalization 
is $100,000 and its surplus is $62,000. 
The change to the legal reserve basis 
has just been completed. 

Will Write Standard Policies 

The new company will write all 
standard policies and starts with an 
agency force already planted in Illinois, 
Michigan and Missouri. At present 
it is conducting a survey and educational 
campaign, and will start writing as soon 
as this is completed. 

Officers of the new company are 
William W. Kreamer, president; Ernest 
L. Kreamer, brother of the president, 
first vice-president and counsel; Dr. Os- 
car E. Chase, second vice-president and 
medical director; Donald E. Webster, 


secretary: George A. Golder, manager 
of the Chicago office of the Fidelity 
fond & Mortgage Co. of St. Louis, 


treasurer. The other directors are 
William D. Mann, architect; S. R. 
Moore, oil and gas station owner ot! 
Elgin, Ill.; George T. Clithero, Chicago 
jeweler, and Frederick H. Clarke. 


CONSERVATION TOPIC __ 
~~ OF BUREAU MEETING 


(CONTINUED FROM PAGE 3) 


titled to see a man of pleasing person- 
ality, one who will excite their curiosity 
and hold their attention and a man with 

heart in him who can make their prob- 
lems his problems; a good diagnostician, 
able to visualize the future of the pros- 
pect for insurance and prescribe policies 
that fit that case. 

From the viewpoint of his fellow 
agents he should be ethical and not in 
any way undermine the work of others. 
His view of business competition should 
be that it is only friendly rivalry. He 
should be a man who desires not only to 
help himself, but his fellow agents and 
the institution of life insurance as well. 
In conclusion he expressed the beliet 
that men who are easily attracted to the 
business will quit just as quickly, and 
that usually the man who takes a very 
long time to consider every angle of the 
business before finally coming into it will 

stick. 

More Thought Needed 

In commenting on various points 
brought out by Mr. Ray, Mr. Holcombe 
remarked that more thought should be 
viven to picking agents; that while the 
exercised in selecting 
agents have been per- 
nitted to select the company rather 
than the company the agent The prob 
lem of selling the insurance business to a 

1an who is desirable in the business ts 
a greater problem than selling a policy 

a prospect, he said. He suggested a 


wreatest care 1s 
isks, in the past 


more general use of prospect cards tor 
gents, so that there will be easily ac- 
cessible a reservoir of desirable prospec- 
tive agents 

Fk. E. Feffer of the Abraham Lincoln 


Lite, Springfield, 111, told how his com 
pany handles the problem of selling the 
job to the man. Specially prepared lt- 
erature is furnished to general agents ot 
the company so that prospective agents 
can be turnished facts on every angle 

insurance selling and how profitable 





AGENT COMPLETES TWO 
MULTIPLE LIFE CASES 


———_ 


INTERESTING POLICIES ISSUED 


C. E. Randall of Franklin Life Writes 
Coverage on Students and Subscribers 
to Church Fund 


C. E. Randall, manager of the Frank- 
lin Life in Chicago, has written two 
very interesting multiple life policies. 
One of 
students of DePaul University wherein 
the students have subscribed to a trust 
fund, and a blanket ordinary life policy 
has been written on the selected group 
of the students, the proceeds of which 
will eventually augment the trust fund 
to the university. 

The other policy was written on mem- 
bers of the First Congregational Church 
of Glen Ellyn, Ill The members have 
subscribed $80,000 for a new church 
building and all subscribers are insured 
under an ordinary life policy payable 


to their own beneficiaries, the church 
paying the premium. Thus the sub- 
scriber to this church building fund 


lends the money to the church without 
interest during his lifetime, for as soon 
as he dies the company will pay his 
beneficiaries the amount of his pledge 
to his church. 


they can make the protession if they go 
into it, 
Agent Training Covered 


The next problem considered was 

agent training. Mr. Holcombe said it 
has been concluded that book learning 
never made and never will make a suc- 
cessful agent, and that various training 
courses are valuable only as supplements 
to experience in the field. 
J. J. Shambaugh, president of the Des 
Moines Life & Annuity, said that in 
training its agents his company first 
endeavored to get them away from the 
money idea and to impress on them that 
successful agents must render service to 
the policyholder. His company sends 
out a new man with a supervisor who is 
well equipped to start a new agent in 
the field. It also holds meetings in the 
field at which home office officials and 
successful agents from other sections of 
the country speak. 


Agents Supply More Agents 


A. W. Hogue of the Business 
Assurance told of the successful home 
office training course conducted by his 
company. He also brought out that 90 
percent of the company’s new agency 
material is turnished by other agents, a 
bonus being paid an agent who induces 
a new man to join the company 

Marmaduke Corbyn, general agent in 
Oklahoma for the Central States Life 
of St. Louis, told how he has developed 
that state for his company. He started 
in 1916 and used circulars to get tips 
on prospective agents. He also made 
effective use of the 
ot local newspapers. 


Men's 


classified columns 


Sustained interest 


among agents was obtained bv furnish- 
ing them some definite goal to be at- 
tained 

P. G. Hommeyer of the Union Cen- 
tral revealed the sales helps given its 
agents, each agency bulletin containing 
some specihc sales problem solved, while 
special sales literature is sent to pros 
pects furnished by agents. When the 


company receives a request for various 
books dealing with some problem of a 
prospective policvholder, an agent is the 
one who brings the book to him 
Monthly Income Plan Used 


M. A. Graham of the Register Life of 
lowa said his company has found insur- 
ance sold on the monthly income 
of settlement stays on the books much 
longer and is easier to conserve than 
lump sum insurance. He also found co- 
operation with trust companies an im- 
portant factor in insurance conservation 


basis 


| 
| 
| 


them has been written on the | 











‘Choosing a Company” 


—a booklet 


There are certain fundamental tests by which 
a company may be judged, and it is for the 
purpose of emphasizing these governing points 
that this booklet has been prepared. In it are 
set forth 17 tests for choosing a company. 
“Look before you leap” is a good maxim to 
follow in choosing a company as well as any- 
Legal Reserve life insurance has 
reached such a high level and there are so 


thing else. 


many good companies, that if this booklet 
serves to assist any man in choosing a com- 
pany that will mean a future of happiness 


rather than disappointment, even though that 
may be other than Mutual Trust, it 
will have served its purpose. 


company 


Send for your copy today 


MUTUAL TRUST 


LIFE INSURANCE COMPANY 


Carl A. Peterson, Vice-President 
A. E. Wilder, Director of Agencies 


77 W. Washington Street, Chicago, Illinois 






































We have three general agency 
openings in Minnesota as fol- 
lows: 

Agency for Traverse, 
Stevens, Bigstone, Swift, 
and Douglas Counties. 
Agency for Norman, Clay, Wil- 
kin, Becker and Ottertail Coun- 
ties. 

Agency for Freeborn, Mower, 
Steele, Dodge and Olmsted Coun- 
ties. 


Grant, 
Pope 






~ 
MADISON. WIS 


Other 
Openings at: 

St. Cloud, Minn. 
Duluth, Minn. 
St. Paul, Minn. 
Litchfield, Minn. 





Our contract reads: 

“Renewals once earned shall be 
nonforfeitable and vested in you 
or your estate.” Are you offered 
this? 
We have paid dividends to pol- 
icyholders for seventeen consecu- 
tive years. 

We have the opportunity for the 
right kind of man. 


Superior, Wis. 
Appleton, Wis. 
Oshkosh, Wis. 
Kenosha, Wis. 
Janesville, Wis. 
Wausau, Wis. 
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N. J. FREY, President 
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since it furnishes a third agency inter- 
ested in keeping the business in force— 
the trust company. He expressed a 
preference for the professional type of 
agent, pointing out that his company’s 
low rate of 5 percent of rejection shows 
the careful selection exercised by its 
agents. 

W. D. Owens of the Lamar Life of 
Jackson, Miss., expressed the belief that 
conservation begins with the selection of 
the agent. He also told of letters sent 
out to reinstate business that had lapsed, 
the final effort being made to interest the 
beneficiary. Occasionally this letter 
causes resentment, but often it gets re- 
sults. 

Advertising Found Valuable 


James L. Collins, vice-president of the 
New World Life, came out strongly in 
favor of good printing and advertising 
and also took a decided stand against 
conventions of agents, saying that the 


instruction possible at such a gathering | 


is negligible. He revealed that a tal- 
ented letter writer employed by his com- 
pany has cut its lapse rate from 47 per- 
cent to about 20 percent. 

He warned that agents should not 
emphasize the value of the policy at the 
sale, especially those portions relating to 
cash surrender and paid up values and 
extended term insurance. 

A notable feature of the session was 
an actual demonstration of an _ inter- 
view of a prospective agent, conducted 


| by J. J. Harrison of the Home Life of 
| Little Rock and M. C. McKay, manager 
| of the conservation department of the 


Home Life. In this demonstration the 
objections of a successful man in an- 
other line taking up insurance were 


| built up and answered, especially that 


“insurance is not a dignified profession.’ 
“Make Pal of Wife” 
Speakers at that session included P. 
M. Ray, Provident Life & Accident; F. 
M. Feffer, Abraham Lincoln Life; A. 











| 

| Gain in Insurance in Force 1926 
| over $22,000,000—10 per cent 

| An increase over the 1925 gain of 
; over $$,000,000—30 per cent 
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Northwestern National 
Helps ats Agents to 
Solve the Lapse — 


keep 
which was put in effect in 
1926, enabled them to re- 
duce the lapse rate on first 
year business 10 points in 
1926 as compared with 


1925. 


This means many dollars 


ractical plan of 
helpiit general 
agents and agents to 
business on the books, 


‘to agents of this 
company 





| | NORTHWESTERN NATIONAL 
LIFE bs ph do" Ne COMPANY 


OS ARNOLD paeemes 





W. Hogue, Business Men’s Assurance; 
Marmaduke Corbin, general agent Cen- 
tral States Life; W. E. Talbert, South- 
land Life; Lawrence Hommeyer, Union 
Central Life. Mrs. John M. Holcombe, 
wife of the manager of the bureau, un- 
expectedly entered the program to point 
out that an insurance man is losing a 
big bet when he fails to make a real pal 
oi his wife and obtain her full cooper- 
ation in solving business problems. She 
said that nothing could discourage a 
man more after a bad day than to have 
his wife say as well: “I told you not to 
gc into the business.” 
Flood Relief Urged 


That there should be a special session 
of Congress to take immediate steps to 
prevent a repetition of the floods in the 
Mississippi Valley, was the statement 
made by Vice- -president Harrison of the 
Home Life of Little Rock. He spoke 
on “The Significance of the Mississippi 
Flood.” He stated that the morale of 
the south is not broken and while it 
appreciated all that other sections of the 
country are doing in this emergency, the 
south could and would carry on. The 
south feels, however, that a repetition 
of the flood disaster would not only be a 
national humiliation but a national dis- 
grace, and steps should be taken imme- 
diately to see that it should not happen 
again. It was then he advocated a spe- 
cial session of Congress to solve the 
problem. 

The bureau also drafted a resolution 
of comradeship to be sent the Pan- 
American Life, the only company that 
is actually in the flood zone. 


INSURANCE SERVICE TO 
PUBLIC IS EXPLAINED 


(CONTINUED FROM PAGE 1) 


life insurance, with its enormous con- 
tributions to the economic life of the 
nation, stands the individual agent. He 
is the garnerer of the premiums that 
flow into the treasuries of our life insur- 
ance companies and that enable the pub- 
lic to enjoy the benefits that flow both 
from concentrated wealth and from in- 
dividual security. It has been clearly 
demonstrated, both in England and 
America, that life insurance does not 
flourish without the services of the 
agent. It is one of the peculiar quirks 
of human nature that men do not vol- 
untarily insure their lives. It requires 
the services of the agent or the under- 
writer to bring about the performance 
of that perfectly obvious duty. 

“When one studies the benefits that 
life insurance confers, when he con- 
templates the absolute necessity for it 
as a matter of individual security and 
of national progress, he would almost 
inevitably reach the conclusion that life 
insurance would be bought voluntarily, 
but such is not the case. The life in- 
surance agent or the underwriter has, 
therefore, made a contribution to Ameri- 
can civilization out of all proportion to 
the compensation he has received for the 
service, whether of money or of appre- 
ciation. 

Public Attitude Must Change 


“It is high time, therefore, that the 
public attitude toward the life insur- 
ance agent should change. There is no 
well informed life insurance man, 
whether he be company executive or 
field man, but who would tell you that 
one of the greatest deterrents to the 
further extension of the benefits of life 
insurance is the fact that there exists, 
in this day when the benefits of life 
insurance are so widely enjoyed and so 
well appreciated, a distinct prejudice 
against the life insurance agent. The 
remedy of that prejudice will go far 
toward enhancing the growth of life 
insurance in America. The life insur- 
ance agent is entitled to a better atti- 
tude on the part of the public than he 
now receives—the public, on the other 
hand, is entitled to a better tvpe of 
life insurance man than it has hereto- 
fore been accustomed to know. 

“Both the field forces and the home 








offices recognize this obligation to give 





a better life insurance man, one more 
fully equipped with knowledge, one more 
professional in his services than has 
been true in the past. Practically every 
great life insurance company now has 
its private training system for the de- 
velopment of its life insurance field 
force. A great many of our universities 
are installing life insurance courses, 
most of our first-class agency offices 
have some form of life insurance educa- 
tional system, and such nation-wide 
services as the Diamond Life Bulletins 
of Cincinnati and the Research & Re- 
view Service of Indianapolis, and the 
work of the National Association of 
Life Underwriters, with its educational 
literature, are contributing toward the 
progress of the new liie insurance man, 
indeed with a more thorough under- 
standing of the needs of his clients, and 
with the ability adequately to meet those 
needs through life insurance. If the 
institution of life insurance is thus meet- 
ing its responsibility of giving a better 
underwriting service through its field 
men, then it is the wbligation of the 
public to meet the institution of life in- 
surance half way with a finer attitude, 
with a_ broader open- -mindedness and 
with a fuller appreciation of the service 
that is rendered to the public by the 
life insurance man and the institution 
that he represents.” 


GIRARDIN AND BISHOP TELL 
ABOUT THEIR EXPERIENCES 


(CONTINUED FROM PAGE 8) 


he said, “I got married, and bought a 
house and lot in the suburbs. There 
was a vacant lot next to me with a sign 
indicating that it was for sale. A gentle- 
man thinking that the sign applied to 
our home inquired about it of my wife. 
My wife told him that she did not be- 
lieve that our house was for sale but 
that she would see that I, her husband, 
got in touch with him. Of course, 
called on him and wrote him a policy. 
Then I wrote his cashier a policy. After 
I had written the cashier’s policy, the 
gentleman wanted to know what he was 
going to get out of it. I asked him 
what he wanted. He said that he would 
like a hat. I went over to his hatter 
whose name he had given me and 
ordered him a high hat. In buying the 
hat I got acquainted with the hatter 
and wrote him a policy. The acquaint- 
ance I made with this hatter resulted in 
my writing him additional insurance 
from time to time. Some time ago he 
died and left his widow, two daughters 
and a son.” Through Mr. Bishop the 
son and daughters secured positions and 
in the next year they were eligible for 
insurance also. Of course they were 
written. 
Friendship Pays 

“Showing friendship to clients”, said 
Mr. Bishop, “is the thing to do. There 
are other ways of saving clients other 
than by just writing life insurance and 
paying the benefits. The position of 
counsellor should be assumed wheneever 
possible. Much can be gained if the as- 
sured gets the idea that you are looking 
out for his interests and that you are 
willing to counsel and give him the best 
of your advice.” 

Most life insurance men will probably 
be in hearty accord with Mr. Bishop in 
his statement that everyone should take 
a good vacation every year. Two months 
is not too much. Some time ago Mr. 
Bishop took a trip around the world 
and stopped off in South Africa. While 
there he became acquainted with the 
editor of the only insurance newspaper 
in South Africa. He has been getting 
the paper ever since. 

Some very amusing and _ interesting 
news items were read by Mr. Bishop as 
demonstrating how in every part of the 
world there are life insurance problems 
and things unique. 

Reads from African Journal 


One item stated that certain parents 
had secured insurance on the hazard ot 
having twins. Another told of a man 
who. had submitted to an operation for 
rejuvenation and as a result received a 
letter from his insurance company stat- 
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ing that inasmuch as he had altered the 


subject of the insurance in a way not 
contemplated with in the terms of the 
jlicy that the policy was cancelled. 

A third notice told how South Africa 
deals with rebaters. In South Africa 
hey have no such word as “rebate” but 
call it by a much harsher word “bribe”. 
In this case the insurance agent had 
bribed someone 5 pounds to take a life 
insurance policy. He was brought be- 
fore the justice and sentenced to three 
months’ of hard labor and a fine of 25 
pounds He appealed and the higher 
court sustained the judgment said that 
perhaps the sentence was a bit severe 
ind reduced it one month of hard 
labor and a fine of 12 pounds, 12 shillings. 


to 


PRUDENTIAL FIGHTS TYPHOID 
Company Orders Preventive Measures 
to Be Taken Among Policyholders 
in Mississippi Flood Areas 





NEWARK, June 1.—Field managers 
of the Prudential in the flooded districts 
of the Mississippi delta have been in- 
structed to offer free inoculations against 
typhoid to the thousands of persons in- 
sured under the company’s group and 
ordinary policies. This action is taken 
in view of the reports of danger of an 
epidemic. 

While representatives of the Pruden- 
tial will work in cooperation with the 
Red Cross, inoculations will be done 
wherever possible by the company’s own 
medical examiners. 

This is the second concession made by 
the Prudential to its policyholders in the 
flooded area. The company announced 
several weeks ago that pending the re- 
opening of lines of communication, pre- 








FIELD OF ANNUITIES 


Public Is Showing Steady Increas- 
ing Interest in Old Age 
Protection 


HAVE LITTLE LITERATURE 


A. E. Myers, Kansas City Manager of | 
Phoenix Mutual Tells Some of 
His Experiences 


KANSAS CITY, MO., May 18.—A. | 
E. Myers, for the Phoenix 
Mutual Life in Kansas City, is one of 
the few life insurance men in this city 


manager 


who have made a study of life annuities. 


He secured a real volume of business 
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“Value Far Greater 
Than Its Cost” 


—for— 


Accident and Health Men 
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“I have recommended your service to other disability insurance 
salesmen because its value is far greater than its cost.” 
Ratpu D. BercMan, Continental Casualty, 
Cincinnati, Ohio, 


“I have now used the A & H Bulletins for successfully starting in 
three men selling accident and health insurance. These Bulletins are 
sure fire if handled in the right way, and my check for the third sub- 
scription is enclosed.” 

E. A. Jounson, State Manager, 
Illinois Inter-Ocean Casualty Company. 








‘ mium payments would be suspended on “I would like to go on record as saying that I believe the Accident 
ordinary policies. and Health Bulletin Service as gotten out by your office is the best 
thing that has ever been done in Accident and Health work.” 
Rost. M. Parr, Manager Accident and Health Department 
. , 
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| The National Underwriter Company ] 
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gives the following stock quotations for send me your 32 page booklet descriptive of the A. & H. Bulletins. ! 
western companies: ‘ eon this type of insurance. Mr. Myers i! | 
Div. | ~ . : - if DE dibs data dale See Wwalciibe pasta nadeddanne ides debsoee | 
Ra finds that the interest of the public in "a 
Share ° . —-" ~ 
Stock Par Bid Asked % | this form of insurance and the demand + END sccccidetecedeectedseseeunesendensesadaawanansautaebeed | 
Abr. Lincoln Life... 20 30 35 5 for i > retired business men of some | j 
Agricultural Life... 50 48 u for it by ret ed : 7 : . | SEIT. seceiui ehaieicd uti wsialdiibiadineitaia thereat iid bee a tokio ececcecoccoosesecesooece | 
Amer. Bankers..... 2% 75c 1% means is increasing much faster than | a 
‘ x. Fire 2 C7 so. 612 ; s yp »& 
al ae Poe oy - 2 pe o° the interest of the life insurance sales- | Gy My 24 0caacdebdeat cdedtnevaseavnenddaaweiuaeimbnseaetae | 
Chicago F. & M:.. 10 11 15 i man. It is only within the last three i a | 
Cocage Mal tae. FC: or four years that Mr. Myers has made | ee aaa = SS SS ee 
——Hor = 2 ° a specialty of life annuities, but last (*-SSSSSSS=S RRS aaOaae 
Contintl. A., Chgo 10 60 16 year his agency showed gross single | % ; 
Continental Cas 10 50 55 16 ¢ ferre —, yc 3 ount ¥ to apD- - ‘ 
Conti'tal Life, Mo 10 30 35 10 a paren am i ing t _ : j O U7 R O P P : 
a aay 5 8 proximately $200,000 on life annuity | : 
Detroit Natl. Fire 25 20 24 4 contracts. ; 
Des Moines LL & A. 10 i 8% ‘ ‘ 
Dubuque F. & M... 100 Pe »0 Have Knowledge of Annuities . a - ” * a — , 
> Ss e 5 5 6020 . = S MAN, ies «- TRA . " : 
vocunees Teeth, Lit 100 ” " Mr. Myers believes that life insur- | } DIST RICT MANAGERS GENERAL AGENTS ; 
Federal Surety 100 «6990 «110 ® ance men should equip themselves to | q ' 
Genl. oe, .& Sur ry . 2 render good service along the life an- | § Splendid Inducements . 
aenar’S ot 10 12 ib vy line. =, first experience with | @ : 
Illinois Fire ...... 100 125 _ 10 this type of lite insurance contract was | @ = 7 ' 
International Life.. 25 70 12 | disastrous to him. A fellow member of | § We've had Twenty Years consistent growth and are 
nter-Ocean Reins.. - . * ’ ef see . ‘ called z 
Inter-Southern Life 1 > 3 ob the church Mr. Myers attended ca e ’ now readv for a Broad r E> ‘ 
. Interstate Fire.... 25 18 RS : him up one day and asked about a life ; - e xpansion Program. ' 
lowa Natl Fire.... 100 120 13 annuity. Mr. Myers had not sold him- ~ ~ . 7 _ : 
o vis Fire —< » 60 ee a ee ee ee ies ‘ ie ' 
a Ry Lite. 10 - _ self on this type of insurance contract | @ Home Office Cooperation Up to-date Policies. ' 
Metropolitan Fire. 10 9 11 10 and so recommended to his friend, in-| § . ° oe ; 
~wames See. + s 38 t stead, that he buy a single premium | Q Operating in Iowa — Minnesota — So. Dakota — . 
ee 6 cts 8 five-year endowment. The prospect, | g Nebraska. 
New Century Cas.. 50 a B . 8 however, knew his own mind and dis- | } . 
North Amer. Life... 50 70 85 20 seen ore wri > . ye ° “ “ ; 
Nor, States Life.... 10 12 .. _g | missed Mr. Myers with the statement | @ Write us in confidence to see if our desires and 
N. W. Natl. Fire... 100 80 30 that he would think the matter over. ; ae! : 
New Woes tase... 3% | : “That man immediately called the | @ Qualifications are Mutual. \ 
oul ee tae me = 6 | seneral agent of another life insurance | § ee a ae ; 
Old Line Life...... 10 32035 1s company and told him he wanted to buy | g A Clean Record — Ability — and a willingness to ‘ 
Peoria Life........ 0 40 = ° . Rae ene 2 “ 7 . . ° ‘ 
Pioneer Fire ..... 20 20 a life annuity,” says Mr Myers. “The | § work hard are the most essential Qualifications. 
Presidential F.& M. 25 - agent took the application and brought | @ 
Security Life, Chgo. 10 12 10 it in to my office to be issued on the | @ 7 ' 
So » s * eee ) 16 2 . - = ‘ 
nouuners unt Rede 35 (136 14.4 | Prospect whom I had previously had a | § Address U-54, c/o ' 
Union Central Life. 20 ; - 6 chance to write myself! This incident | @ ; 
Union Content ite: oe i ¢ [chance to wete mysell! This int THE NATIONAL UNDERWRITER. 
Wisconsin Nat. Life 10 14 8 os ie ia 
I have found that after a man has | % 





YUM 


“*Old Stock. 





hard all his life, 


worked venturing, | 








NATIONAL UNDERWRITER 


June 3, 1927 




















Lat WH VY gy 
Least tM nad 
Tt yt 
13H 
1 


“Life is better in California” 
Say Her Advertisements 


Perhaps it is. Her statistics on prosperity, population, 
agriculture, commerce, industry and health seem to prove 
it. And it is true that California is usually a “bright spot” 
on the Babson maps. 


If life is better in California, perhaps Life Insurance is also 
a better profession in this “Golden State.” 


Certainly few fields could offer richer opportunities in 
populous communities of prosperous people. And certainly 
no company is likely to present more favorable openings 
than can be offered by the Southland Life, just now build- 
ing its organization in a state so recently entered. 


If you are experienced and free from present connection 
with any other company, or if you are inexperienced, but 
interested in the Insurance profession, write for our 
proposition. Address Clarence E. Linz, Vice-President, 
Southland Life Insurance Co., Dallas, Texas. 


HARRY UL. PRESIDENT 


SEAY, 
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speculating and saving his money, he 
likes to retire without a thought as to 
where his income is coming from,” says 
Mr. Myers. “I find my best prospects 
among men between 65 and 70, without 
dependents, men who have retired and 
have a sum of money which they want 
to invest to insure a certain fixed in- 
come for the remainder of their lives. 
Although the age is ordinarily between 
65 and 70, any man so situated who is 
over 60 years old is a good prospect, 
and we are now having many inquiries 
from men even younger. However, a 
man is never so good a prospect until 
after he has made two or three business 
blunders. Many older men, who have 
been successful throughout their busi- 
ness careers believe that their judgment 
in the investment of their money will 
always be good and that they do not 
need a guaranteed income. When after 
a few years they have had some bad ex- 
periences in investments, however, they 
are then ripe for a life annuity.” 


Avoid Investment Mistakes 


Mr. Myers points out that one reason 
why this section of the country has 
never been such a good field for this 
form of policy is that the interest rates 
in the west have always been high. The 
minute a man of means considers a life 
annuity, he begins to figure interest rates 





LIFE COMPANIES LIBERAL 
IN AIDING FLOOD RELIEF 


The life insurance companies that are 
members of the American Life Conven- 
tion have been liberal contributors to 
the funds being raised by the American 
Red Cross and other agencies for the 
relief of sufferers from the floods in 
the Mississippi Valley, and al] compan- 
ies affiliated with the organization that 
are operating in the flood zones have 


taken immediate steps to aid flood 
victims to keep alive their life insur- 
ance. 

The Kansas City Life, a company 


that is a member of the American Life 
Convention, has blazed the trail in this 


| respect and earned for life insurance as 


| Father in the World.” 


and how much he could get through in- | 


vestment. This man seldom buys. He 
does not realize, however, that the life 


annuity is insurance against investment | 


blunders, and insurance of a comfortable 
frame of mind. Someone has said, 
“The philosophy of the man with a sure 
fixed income is very apt to contain a 
high percentage of optimism.” 

“An interesting case which I had 
some years ago shows how a man can 


an institution the title of “The Greatest 
And it is proper 
that it should supplement the efforts of 
“The Greatest Mother in the World,” 
the American Red Cross. 

When the extent of the disaster in 
the Mississippi Basin became apparent 
at the headquarters of the Kansas City 
company a general order was immediate- 
ly issued to all general agents and sub- 
agents in the flooded zones of Arkansas 


land Louisiana and elsewhere that the 


Kansas City Life would not lapse a life 
insurance policy on any flood sufferer 
this vear. Automatically a nine months’ 
extension of premium became effective 
and policyholders are being permitted 
to meet premiums with non-interest 
bearing notes. 


| TWENTY AGENTS QUALIFY 


combine security with speculation,” said | 


Mr. Myers. “My prospect was a man 
73 vears old, who had made his money 
conservatively. 
to invest in any securities which paid 
more than 4% percent or 5 percent. For 
a number of years he had lived with a 
son, and had been out of business en- 
tirely. Desiring, however, to keep up 
some business interest, he bought a life 
annuity which would pay him enough 
for the necessities of living, and with 
what money he had left he then began 
to speculate for the first time. He 
bought stocks which paid considerably 
ligher rates, and within three years, by 
judicious buying and selling, he had 
made back what his life annuity cosi 
him. He explained that this plan not 
only provided security for him in his 
old age, but gave him something inter- 
esting to do which he believes is length- 
ening his life.” 
Appeals to Working Women 


Although both men and women buy 
life annuities, Mr. Myers says that there 
is a greater percentage of men than 
women. This he attributes to the fact 
that women are born gamblers, while a 
man, when he is ready to retire, is also 
ready to stop taking chances and re- 
<olve all doubts on the sure thing Al- 
though this is true, there is a growing 
tendency, Mr. Myers says, for working 
women, past 30 years of age, to provide 
life annuities beginning at 55.or 60. In 
most of these cases they seek the dis- 
ability coverage also. 

Watches for Successful Deals 

Mr. Myers picks his prospects care- 
fully, approaching them when they have 
the money. When a man sells a large 
piece of real estate or perhaps some oil 
land, Mr. Mvers approaches him on the 
proposition of putting a part of this 
money in a life annuity. This is always 
in cases where the man has no chil- 
dren. Joint survivorship for a man and 
his wife is a popular form. Life annuity 
with payment certain is desired by some 
men,.a recent case which Mr. Myers 


wrote being on a man 68 years old, pro- 
viding a fixed income for him during 
his life, for his daughter 44 years old 
during her life, and after her death for 
her son, 

The interest which the public is tak- 
ing in this form of insurance is the im- 


He had always refused | 


FOR “MARATHON CLUB” 


MILWAUKEE, June’ 1.—Twenty 
agents of the Northwestern Mutual Life 
have already qualified for the “Mara- 
thon Club” of the company, by writing 
100 lives or more this year, according 
to figures for the 11-month period, just 
released. 

The J. J. Hughes general agency at 
Des Moines, Ia., holds the record for 
the vear with four men represented in 
the club. They are A. D. Fogarty, D. F. 
Givens, Isadore Chapman, and E, F. 
Gauthier. Mr. Fogarty, who is 67 years 
old, will become a member of the club 


|for the first time since he has been an 


agent for the company, although he has 
been the leading producer for the com- 
pany in Jowa for several years. 

Five other agents have already paid 
for 91 2-3 or more lives for 11 months, 
which virtually assures them a place in 
the club’s roster. Twenty-four agents 
who paid for 80 or more lives but not 
91 2-3 lives, may attain membership 
before the 12 months are up. 

The agents who have already attained 
membership or sold 91 2-3 or more lives 
come from 11 states, with Iowa holding 
the lead. Ohio, Illinois, New York, 
Minnesota, and Pennsylvania, each have 
three agents: Wisconsin has two: and 
Kentucky, Nebraska, Maine, and Mis- 
souri each have one. 


portant factor in selling life annuities, 
according to Mr. Myers, while the pos- 
sibilities of this type of policy are un- 


| limited if the agents will inform them- 





selves on the subject and educate the 
rublic to a greater extent. Mr. Mvers 
savs that there is very little literature 
on this subject, what there is being 
purely actuarial, and a hindrance rather 
than a help in selling annuities. 


THREE CARDINAL VIRTUES 


W. Gray Harris of the Union Cen- 
tral Life explains the success of some 
agents and the comparative lack of suc- 
cess of others on the basis of the agent's 
ability or lack of it to play on the hu- 
man emotions. 

“To my mind,” says Mr. Harris, 
“there are three cardinal virtues in a 
successful agent: Radiant health, bound- 
less enthusiasm, endless activity. Most 
of our policyholders are only half so- 
licited. Be sure that every one otf 
yours is completely solicited.” 
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of THe NATIONAL UNDERWRITER, in 
continuing his report on company 
changes during the past year, includes 
additional follows: 
National Savings—lIts dollar 
policy provides amount of insurance 
varying with age at issue. The pre- 
mium is $1 per month for all ages. For 


ones as 


premium 


instance, at age 35 the insurance is $389. 
A special disability clause is included 


x* * * 
National Life & Accident—Adopted in- 
come disability clause. The clause dates 


income back to beginning of disability, 
but not exceeding six months Double 
indemnity rate reduced from $1.50 to 
$1.35 per $1,000. 
* * * 
National Reserve—Dividends increased 
1 percent of premium. Disability pre- 
miums increased $2 per $1,000 Divi- 
dends declared by board of directors 
every quarter. 
x * * 
New England Mutual—Dividend scale 


percent in some al- 
general increase was not so 


increased 27 cases, 


though the 


great. 
. & & 
New World—Regcular life forms sup- 
planted by endowments at 85. Endow- 


ment premiums decreased. Disability 
clause liberalized as to proof and dat- 
ing back payments Clause now pro- 
vides increasing income. Disability 
rates increased. Double indemnity pre- 
mium decreased from $2.25 to $2 per 
$1,000. 


eo 2.@ 
New York Life—lIt is not expected that 
the same method of payment of regular 
and special dividends will be continued 


on issues of 1927 and after. The change 
in method will have very little effect 
upon the total dividends received by 


these issues, however. The 1927 schedule 
is slightly higher in the aggregate than 
the 1926. 

= = 

North American, Can.—Non-participat- 
ing forms now participating after 10 
vears in force Dividends increased on 
10 year deferred dividend forms. No 
change in other forms. 

x* * * 

North American National—Preparing 
to issue juvenile endowments to mature 
at ages 16 to 21. Moved from Omaha to 
Nashville, Tenn 

x * * 

Northern, Washington—Flat rates re- 
duced and disability rates increased. In- 
stallment disability clause discontinued 
and waiver of premium clause used in 
its place. No change made in income 
elause; 1927 dividend scale same as 1926. 

oe = @ 

Northwestern Life, Neb.— Disability 


CHANGES MADE BY LIFE COMPANIES 
DURING THE LAST TWELVE MONTHS 


MERSON R. SMITH, statistician | 


clause providing payment of face of | 
policy in installments for dismember- 
ment has been discontinued. 

*x * * 

Northwestern Mutual—No change in 
dividend schedule for 1927. 

x * * 

Northwestern National — Adopted in- | 
creasing income disability clause 1925 | 
dividend scale used in 1926 and 1927. 
New policy called 7-3 Special Option 
which is a 23-year endowment but may 


be exchanged for lower premiums form 
after the third year without medical 
examination. Seven options of settlement 
are available at maturity if no change 
in plan has been made. Waiver of pre- 
miums on both lives under joint poli- 
cies will be issued at 25 percent in- 
creased disability premiums. 


x * * 
Occidental, Cal.—Double indemnity 
rates reduced. Disability rates  in- 
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Women allowed 

self-supporting. 
ee 

Occidental, N. C.—Limited payment life 


creased. disability if 


single and 





and all endowment premiums reduced. 
Home office moved to Raleigh, N. C. 
~ * * 

Ohio State—No change in dividend 
schedule for 1927. Juvenile rates being 
prepared. 

Old Line, Neb.—Military restrictions 
refer to service of foreign countries 
only 

> = @£ 

Old Line, Wis.—Rates reduced on all 
forms May 1, 1927. Disability rates in- 
creased. 

x * x 

Omaha—Discontinued writing partici- 
pating policies Aug. 15, 1926 

“S 

Oregon Life— Children's policies is- 
sued covering ages 0 to 10 Dividends 
Same as scale adopted and used in 1926. 
Disability rates may be revised in the 


near future, 
x * * 
Pacific Mutual—Dividends for year be- 


ginning July 1, 1927, will be the same as 
for the past year. Disability rates in- 
creased Now accepts applicants down 
to age 10. 
2 i 

Pan-American — New rate book con- 
tains policies not issued heretofore 
Endowments at $0 on continuous pre- 
mium and 20-payment forms, endow- 


ments at 60 and 65 and ordinary and 20- 
payment life with accident and health. 
New disability clause provides increas- 
ing income which dates back to begin- 
ning of disability, but not exceeding a 
specified time and continues after ma- 
turity of endowments. Trust funds par- 
ticipate in excess interest earned. The 
present rate is 4.5 percent. 
Se 2 8 
Penn Mutual—1927 dividend scale same 


as used in 1926. Single premiums and 
life income rates reduced. 
. 

Peoples, Ind.——Women have been 
limited to 20-payment life and higher 
forms, but will now be granted all but 
term Proceeds of policies left for 
future payment participate in excess in- 
terest earned The present rate being 
4.5 percent Expect disability rates to 
be reduced during 1927 

x* * * 

Peoria Life—No change in dividend 

schedule since 1924. 


* * * 

Philadelphia Life—Dividends increased 
in 1927. 5 to 10 percent at some ages 
Contemplates revision of rates during 
1927. 

x x * 

Phoenix Mutual—1927 dividends same 
as 1926. Five, 10 and 20 year term policies 
put on 3143 percent basis and premiums 
on all 3% percent forms reduced in 1926 
Retirement income policies put on mar- 
ket Sept., 1926. 

*« * * 

Pileot—Dividends increased in 1927. Al- 
though each dividend is smaller on the 
new premiums than the old, the net cost 
is lower than in previous years on some 
forms. Opened juvenile department, low- 


ered regular age limits to age 10 and 
adopted salary deduction plan. 
Ss ee 
Pioneer Life—Organized in 1926. Now 
fully under way. Disability rates in- 
creased in past year. 
x* * * 


Postal Life—During last year company 
began paying surplus dividends on poli- 
cies five years or longer in force and 
issued since 1916. On issues prior to 
that time such dividends have been paid, 
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uccesstul Permanency 


WITH AN 


ASSURED FUTURE 


A very unusual incentive for industry and 


permanency is 


provided for New York Life 


Agents in the Company’s present agency 
plans which were first adopted many years 


ago. 


Time has proven the wisdom of these plans. 

Many men and women who have stuck 
to the ‘“‘Nylic’’ program for 20 years are now 
assured of a life-income, though some of 
them are still in the prime of life. 


It is noticeable that those who have paid 
the price of hard work throughout the 20 
years now take longer vacations and travel 


more than they formerly did. 


Yet, the 


great majority, having become accustomed 
to industry and loving the work, continue to 


insure their clien 
of service. 


ts even after 20 to 50 years 


Thus, they add to their certain life-incomes 
substantial commissions from new busi- 
ness, secure in the knowledge that they are 


protected for life. 


Is it any wonder that, measured by 


usual standards, Nylic 


industrious, persistent, satisfied 


and happy? 


NEW YORK LIFE INSURANCE COMPANY 


agents are 


346 BROADWAY, NEW YORK 


DARWIN P. KINGSLEY, President 
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VICTORY LIFE INSURANCE COMPANY 


Profitable arrangements for Brokers and other company agents who 


wish to place their business on colored risks 


Agencies already operating in Illinois, Missouri, Texas, Kentucky, Ohio, West Virginia, 


District of Columbia, New York, Maryland, Indiana, Virginia and New Jersey 
Write the Company — 3621 South State Street, Chicago 
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A PURELY MUTUAL 
COMPANY / 


If You Have Knocked 
the “‘T” Out of ‘‘Can’t’”’ 


WE CAN GIVE 


1. You a liberal first year commission. 
2. An unexcelled renewal commission. 
3. Your beneficiary a renewal pension. 





TWENTY YEARS . 
and ine 


CONFIDENCE of 
POLICYHOLDERS 


OUR AGENTS 
THEIR OWN FUTURE 
isSECURE 

Write for 
“FOURTEEN POINTS” 


A. M. Hopkins, Mgr. of Agencies 
PHILADELPHIA LIFE 


INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 


YOUR OPPORTUNITY 


A rapidly growing company, on a 
rock bottom foundation, is offering 
for a short period, an unusual op- 
portunity to men of organizing 
and selling ability. Our State Agent 
contract and General Agency con- 
tracts give you the opportunity you 
have been looking for. This com- 
pany has ings in Missouri, 
owa, Illinois and Minnesota. As- 
surance of integrity and recommen- 
dations required. Give full history 
of past and present avocations in 
first letter. If possible, forward 
recent photograph. All correspond- 
ence will be held in strict confi- 
dence. All contracts will be person- 
ally supervised by President. Ad- 
dress Lock Box 320, Lincoln, 
Nebraska. 


«&f"ARTOONS Without a Doubt are the 
Most Effective Weapons to Arouse 

Agents to a Sense of Their Own Defects 

Without Offending Them” 

Write today for proof sheets of cartoon cuts 

suitable for use in your company or agency 

publications. 


710 Lumber Exchange 
MINNEAPOLIS 
MINNESOTA 


NATIONA 


but they were increased. Policy provides 
guaranteed dividend of 9.5 percent of the 
premium. Seven-year $5,000 term put on 
market. 
x *x* * 

Prairie Life—Military restrictions can- 
celled. Opened juvenile department. 
Proceeds of policies receive 5 percent in- 


terest. New clause provides without ex- 

tra charge for payment of one-half of 

face amount upon proof of total and 
permanent disability. 

_ - & 

Protective, Ala.—1927 dividends same 

as 1926. Several income forms discon- 

plan. 


tinued. Adopted salary deduction 
ef @ 
Provident Life, N. D—Child’s 20 pay- 


ment life, 20 and 15-year endowments 
put on market. Adopted non-medical 
plan. 

x x * 


Provident L. & A—All flat rates re- 


duced. Life policies put on endowment 
85 basis. Disability clause revised to 
recognize 90 days as permanent and 


premiums increased. General policy re- 
vision liberalizing many points. 
x * * 

Provident Mutual—Rates reduced on 
all forms except single premium. Dis- 
ability rates increased. Increased limits 
of retention. Dividends for 1927 same as 
1926 scale. 

eS 6 2 

Prudential—Dividend scale for 1927 
same as 1925 and 1926. New rider will 
provide that disability of 90 days is pre- 
sumed permanent until proven otherwise 
and the income to date back to begin- 
ning of disability. 

x *x * 

endowments for educa- 

tional purposes, payable at age 18 in 

four annual installments of $250 each. 

Commuted value $957. Policy issued on 

the parent or guardian, payable to child. 
x * * 

Pyramid—Organized in 1925, but wrate 
only one form of contract until 1927. 
Now issuing regular line of policies. 

x * * 

Register Life—Fifty 
in dividends for 1927. 

x x * 

Reliance Life—Retention limit raised 
from $25,000 to $40,000. Disability 
granted to single self-supporting women. 
Dividends increased for 1927. This is 
the fourth consecutive increase. 

x * * 

Reserve Loan Life—Non-medical 

raised from $1,000 to $2,000. 
x * * 

Rockford Life—New semi-endowment 
at age 75 and child’s 20-year endowment 
forms put on the market 

=. = 

Royal Union—Has juvenile endow- 
ments maturing at age 21 and earlier 
and a 20-payment endowment at 85. 

*x* * * 

St. Joseph—Excess interest allowed on 
dividends left on deposit. The present 
total rate is 5 percent. Dividend sched- 
uel remains the same. 

x x 

St. Louis Mutual—Term rates reduced 

Dividends increased for 1927. 
. > . 


Puritan—New 


percent increase 


limit 


San Jacinto—Adopted non-medical plan. 
Reserve basis changed from actuaries 
$/ percent to American 3% _ percent. 
Values and rates adjusted, reductions in 
some cases and increased in others. Dis- 
ability rates increased. New juvenile 
forms 

i we ae 

Seranton—No change in dividends for 
1927. This company increased dividends 
each year since 1921 until this year. 

* * 

Seaboard Life—New company organ- 
ized in 1925. Now issuing full line of 
policies. Operates in Texas only. 

* * 

Security Life, 1l.—New disability 

Added child’s 20-payment life. 
S a SD 

Security Life & Trust—New disability 
clause provides that disability of 90 days 
will be accepted as proof of permanency. 
Premiums for the new clause are 50 to 
100 percent higher than the old No 
change in dividends for 1927. Premiums 
have been decreased on the commercial 
$5,000 


rates. 


.- 2 = 
Security Mutual, Neb.—Beean 
dividends at end of first year in 
Dividends for other years increased. 
eS 2 ¢ 
Security Mutual, N. ¥.—Dividends for 


paying 
1927. 


1927 same as 1926 This company has 
increased dividends every two years 


since 1920. Disability and double indem- 


UNDERWRITER 


for Employers Indemnity. The com- 
pany has entered and is applying for en- 
trance in 40 states. 

x a * 

Shenandoah Life—All but preferred 
risk policies placed on Illinois standard. 
Lowered age limits to 10 and entered 
juvenile field. New disability clause 
added which provides income to begin 
immediately after proof and 90 days’ 
total disability will be accepted as proof. 
Endowment premiums reduced. 

x * * 


Southeastern—Age limit raised to 65. 


. & 2 

Southern Life & Health—Now issues 
insurance on applicants ages 1 to 665. 
Double indemnity granted to women. 


Disability granted single women where 
risk is exceptionally good only. 
x x * 

Southern Union—Surrender values re- 
vised showing increases in some cases 
and decreases in others. The greatest 
change is that values are now available 
after the second year instead of the 
third. 





x *x * 
Southland—Premiums reduced on con- 
tinuous premium and 20-payment endow- 
ment at 85 and on some income forms. 
New policy, paid up at 65, announced. 
*x* *x x 


reduced and 
disability 


rates 
Special 


Southwestern— All 
values increased. 
clause for women. 

x * * 

Springfield — No change in dividends 
for 1927. Optional life income at 65 is 
the name of a new form providing an 
income or various other options at 65. 

es £& 8 


State Life, Ind.—Material increase in 


dividends for 1927. Adopted non-medi- 
cal plan. Limit of retention raised to 
$35,000. Disability clause providing 


waiver of premiums eliminated from 
regular contract as a general policy pro- 


vision and premiums reduced accord- 
ingly. 
o* * * 
State Mutual, Mass.—Dividends  in- 
creased for early policy years in 1927 


New disability clause providing 90 days 
disability to be presumed proof and in- 
come to date back to beginning of dis- 


ability. Disability rates increased. 
ok *x* * 

State Reserve—New child's endow- 
ments and semi-endowment at 75. 
Adopted practice of allowing change to 
higher premium form. 

x * * 

Sun Life. Can.—Dividends increased 
beginning April 1, 1927. Limit of risk 
raised from $200,000 to $300,000. Many 
non-participating forms being discon- 
tinued. 

ok * 

Sun Life. Md.—Policies of this com- 

pany, although non-participatinge ac- 


receive dividends 
of $7.50 per 


cording to contracts, 
on their fifth anniversary 


$1,000. 
4 * * 

Toledo Travelers—Dividends for 1927 
same as 1926 Began issuing juvenile 
policies. 

* * * 

Travelers—New rate book containing 


revisions of rates at older ages, both flat 
and disability premiums 
“. = @ 

Union Central — Dividend scale _ for 

1927 same as adopted in 1925. Disability 

clause changed to presume $0 days dis- 


ability permanent and date payments 
back to end of probation period Dis- 
ability rates increased. 
x * 
Union Mutual—Dividends increased for 
1927. 
* * * 
United Fidelity—Adopted full line of 


child's endowments Entered California. 
Non-medical plan used for male appli- 
cants up to $2,000 and female applicants 
for $1,000. Contemplating change in dis- 
ability rates, 

e 2 @ 

United Life & Accident — Complete 
policy revision making minor changes 
throughout Extended insurance re- 
places premium loans as automatic fea- 
ture. Military restrictions cancelled 

eS 

U. 8S. Government—Conversion period 
extended to July 2, 1927. Term policy 
convertible to ordinary life automati- 
cally unless other form elected, was is- 
sued June 2, 1926. 





Mra. CC. E. Kirchoff, an agent for the 
Price St. Louis agency of the Central 
States Life, died May 15. Mrs. Kirchoff 


had joined the agency as a representa- 
tive in May, 1921 For about four years 
prior to that she held a responsible posi- 
tion in the new business department of 











nity riders liberalized and their rates 
increased Feb. 1, 1927. 
* * * 
Sentinel Life—New company. Incor- 
porated Nov. 6, 1926, as running mate 


the Central States Life. 
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Feel a Bit Stale? 
Then Here is a Tip 
On What to Do 


If you feel that your selling talk is 
going flat—there is a cure for it! 
Get a copy of the June issue of the 
Accident & Health Review and 
read these articles: 


“MAP CAMPAIGN— 
Then Go to It.” 


Page 3—Veteran of 30 years in accident 
and health field tells his sales 
methods and how he has built up 
a successful agency organization. 


“AGGREGATE 
INDEMNITY IN FAVOR” 


Page 1—Why some companies are writ- 
ing aggregate indemnity to re- 
place old life indemnity form, 
and how it is sold. 


“WHY BE AFRAID 
OF BIG HOUSES?” 


Page 5—Agents in industrial field are told 
how they are overlooking big op- 
portunities in failing to canvass 
the better class homes. 


“THE APPROACH” 


Page 9—Best ways to make approach in 
accident and health canvass re- 
viewed by successful salesman. 


And even if you are going along at a great 
rate the reading of these articles will give 
you an added push. 


If you are one of those so unfortunate as to 
be without a copy of this June issue the 
publishers will be glad to furnish you with 
one without charge. Address the Accident 
& Health Review, 1362 
change, Chicago. 
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Clevelanders Prefer 
the CLEVELAND 


HEY, who know tt best, prefer 
Hotel Cleveland for its excep- 
tional food, its quiet but friendly 
service, its furnishings and at- 
mosphere of a luxurious home. 
Clevelanders who are accus- 
tomed to the best the city affords, 
lunch and dine here every day and 
recommend this hotel to out-of- 
town friends. They consider it— 
as you will—more like a private 
club than a hotel. Yet rates for 
many rooms are as low as $3, and 
a moderate priced Lunch Room 
supplements the main dining 
rooms. 





Hotel Cleveland is on the Public 
a. convenient to all parts 
of the city. Every room has pri- 
vate bath and servidor service. 




















YOU MIGHT 


have sold that iast Acci- 
dent and Health Prospect 
if you had read last month's 


A & H REVIEW 


Cnt tn 





























XUM 


June 3, 1927 








SALES RESEARCH BUREAU 
ISSUES INFORMATION 





The Life Insurance Sales Research 
Bureau will mail this week to its 113 
ompanies the results of a four-month 
investigation of methods used by home 
offices and agencies to utilize policy- 
holders as a source of business. The in- 
formation in the report was secured by 
means of questionnaires, personal cor- 
respondence, and individual contact with 
a large number of home officials and 
agency managers. 

Because of the wide scope of the sub- 
ject it was found impracticable to at- 
tempt classification of methods and 
practices by companies and agencies. 
Consequently there is a minimum of 
tabulations in the report. The plan has 
been, rather, to lay down broad, gen- 
eral principles of procedure, and to il- 
lustrate them by descriptions of repre- 
sentative methods and practices. 

The report is in three parts. Part I 
is a statement of the problem. It con- 
tains discussion of the value of busi- 
ness from policyholders, together with 
the prevalent lack of effort on the part 
of many companies and agencies to keep 
in contact with them. Methods of cul- 
tivating policyholders are sketched 
along the two broad channels of agency 
and home office effort. Part II describes 
representative agency and Part III rep- 
resentative home office methods. 


CANCELLATION DECISION 
ON INSURANCE POLICY 





Cancellation of Policy. Whether No- 
tice of Rescission and Tender of Pre- 
mium Terminated Policy. Meaning of 
Word “Contest” in No Contest Clause. 
Suit to cancel two life insurance policies 
dated July 25, 1919 and Aug. 14, 1919. 
The bill was filed Dec, 26, 1922 and al- 
leged that defendant in applying for the 
policies made materially false statements 
and representations upon which the in- 
surance company relied in issuing the 
policies; that after learning of the mis- 
representations the company, on April 
14, 1921, rescinded and cancelled the 
policies, and tendered to defendant the 
premiums theretofore paid with interest 
irom the dates of payment notifying him 
of its reasons for the cancellation. Plain- 
tiff asked for a cancellation, a discharge 
irom all liability and the enforced deliv- 
ery to the insurance company of the poli- 
cies. Defendant relied for a defense 
upon a clause in each of the policies 
providing that “This policy shall be in- 
contestable after two years from its date 
of issue, except for non-payment ot 
premiums.” It was conceded that this 
clause was not only a time limitation on 
defenses that could be made to a suit 
brought on the policies, but a like limita- 
tion on affirmative action, looking to 
their cancellation. The question was 
whether the notice of rescission by the 
insurance company and the tender of 
premiums theretofore paid terminated 
the policy, or if not was a contest within 
the meaning of this clause or at least 
such action as made the clause inoper- 
ative as a bar to an action to annul the 
policies brought more than two years 
utter they were issued. 

Held, that the policies should not be 
cancelled. The company terminated the 
policy, for notice of repudiation or of 
clection not to be bound by a voidable 
contract, with an offer to place the other 
party in status quo ante while ordinarily 
required as a condition precedent to 
maintenance of a judicial proceeding for 
annulment, such action cannot of itself 
terminate a contract finally against the 
consent of the other party. Held, fur- 
ther, that the notice an tender was not 

contest within the meaning of the 
clause in question, for the word “con- 
test” in such a clause means some affirm- 
itive or defensive action taken in court. 
ne written dissenting opinion Rose 
vs. Mutual Life of New York, U. S. Cir- 
cuit Court of Appeals, 6th Circuit. 


Dale W. Slater, assistant secretary of 
th Western Union Life of Spokane, 
visited Des Moines last week en route 
to Kansas City. 
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CACIA stands alone in agency contracts. It offers 
outstanding men a contract that is really dif- 
ferent. 


ACACIA’S unique monthly income contract provides a 
continuous monthly income based on the amount of 
business you place and keep in force and NOT on the 
renewal premiums paid. This income increases as your 
business increases and will never reach a peak and de- 
cline as under the usual renewal contract. It provides a 
pension to the agent in his old age and to his family at 
his death. 

You are free to sell your prospect the type of policy best 
fitted to his needs because the renewal income is based 
on volume of business in force and not on amount of 
renewal premiums collected. 


ACACIA agents produced during March, 1927 ten 
million dollars of business, an average production per 
agent of $32,054 in one month. This wonderful record, 
never excelled by any similar organization, is ample 
proof of the opportunity ACACIA offers select men. 


We invite correspondence with men not under contract. 


ACACIA 


Wm. Montgomery, President 








Standing Alone! 










MUTUAL LIFE ASSOCIATION 






Home Office, Washington, D. C. Founded 1869 







































OF WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 


A strong, liberal, low cost, purely mutual Company 
with a record of 
EIGHTY-THREE YEARS OF SERVICE 


to policyholders and beneficiaries. 


STATE MUTUAL LIFE ASSURANCE COMPANY 
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Move of Northwestern National Life 


THE announcement by President O. J. 
ARNOLD that the NorTHWESTERN NATIONAL 
Lire of Minneapolis proposes to enter 
the non-participating field and employ 
the American Men mortality table in the 
calculation of premium rates will arouse 
no little interest considered from var- 
ious angles. It is the first real evidence 
of the departure from the American Ex- 
perience table on part of one of the 
leading western companies. 

The plan presented by the Norrn- 
WESTERN NATIONAL for its future devel- 
opment is unique and will be studied 
with real interest. The charter changes 


give the policyholders the privilege of 
acquiring shares in the company on a 
fair and equitable basis. Under the 


Minnesota law a company can now op- 
“stock and mutual” insur- 
ance company. The capital stock will 
enable the NorTHWESTERN NATIONAL 
Lire to operate on this joint basis as 
prescribed by the statutes. With no 
change in the status of the mutual, par- 
ticipating policyholders, the Nortu- 
WESTERN NATIONAL Lire will be author- 
ized to sell both participating and non- 
participating policies. In a change of 
this kind in order to be just to all con- 
there necessarily must be a very 


erate as a 


cerned, 
careful readjustment so that all rights 
will be well preserved. 

The plan as outlined in the announce- 
ment set forth by the directors gives 
evidence of the exercise of commendable 
care in protecting the rights of the pres- 


ent policyholders who may not choose to 
subscribe for shares of stock as well us 
the future mutual participating policy- 
holders. The charter prohibition against 
future amendments that would 
change the status of the mutual, partici- 
pating policyholders either with respect 
to their right to vote or as to their sole 
participation in surplus derived from 
the mutual, participating business seems 
to do this effectively. 

It shows the honest intent of fair deal- 
ing, which is what would be expected 
of the management of this company. 
The directors are to be commended for 
having worked out a plan that is fair 
and equitable from the standpoint of the 
policyholders. President ARNoLtp has 
held all along that it is difficult for a 
mutual company to write health and ac- 
cident insurance even when reflected in 
the total disability and double indem- 
nity clauses and not be discriminating. 

The directors after careful considera- 
tion have felt that the NorTHWESTERN 
NATIONAL Lire in taking advantage of 
new Minnesota law will be enabled 
to enter a much broader field of useful- 
ness. 


any 


the 


There is tangible evidence that the 
next years will see changes in the 
field of life underwriting that will test 
the efficiency of company managements. 
The NoRTHWESTERN NATIONAL in its an- 
nounced plan is taking time by the fore- 
lock and making adequate preparation 
for the future. 


few 


Insurance and Advertising Values 


ADVERTISING CONFER- 
met in Hartford had 
experts in the 
that much 
insurance 


The 
ENCE which recently 
before it advertising 
field who claimed 
accomplished _ if 


INSURANCE 


general 
could be 
would open its purse strings and spend 
millions in printers’ ink. 

Ernest Etmo CArxins of New York, 
who is a pioneer in effective advertising 
in many ways and who has been one of 
its foremost spokesmen on the platform 
and in print, was particularly denunci- 
atory of insurance at the Hartford meet- 
ing, claiming that this particular busi- 
ness is more secluded from modern life 
and more archaic than any other when 
advertising is considered. Satirically, 
he said that “insurance needs less vice- 


presidents and adding machines and 


more publicity.” 
Last year, Mr. CALKriNs said, the auto- 
mobile people spent $31,900,000 in adver- 


tising in 12 big magazines while insur- 
ance spent $1,000,000 altogether. He 
contended that insurance does not in- 
sure against the destructive power of si- 
The speaker held that the agents 
insurance are badly handi- 
because the public is unin- 
He declared that through en- 
lightening publicity methods people 
would become so interested in insur- 
ance they would go to offices and buy 
it. Furthermore by telling real human 
interest stories, he said the public would 
enthusiastic over insurance as 


lence. 
who sell 
capped 


formed. 


be as 
sports. 

Mr. CaLKINs scored some excellent points 
address and yet in others he 
showed that he had not studied the pe- 
culiar problems confronting insurance. 
The motor car people can add their ad- 
vertising cost to the price of their prod- 
uct and the purchaser pays at once that 


in his 





expenditure. Insurance can not do it. 
Insurance is materially different 
tangible goods. It is something that 
usually comes into fruitage when trou- 
ble arises. 

While there will 
sales from institutional advertising the 
benefit will come from the 
will and a favorable at- 
will be 


from 


come some direct 


chief crea- 


tion of good 


mosphere. It informative and 


educational. 


Advertising insurance will not draw 


people to offices to buy as will depart- 


advertising. In this coun- 


not 


ment store 


try, we must overlook the tremen- 
dous power of personal appeal that sells 
and that is 
Undoubtedly 


helped and sales resistance reduced by 


insurance made through 


agents. agents can be 
advertising. 

The difficulty is 
perts 


that advertising ex- 
endeavoring to 
they 


Insurance 


are treat insur- 


ance as would bacon or flower 


seeds. officials are not yet 


convinced that advertising will do for 
the public all that the publicity consult- 
ants claim. Hence they are not willing 
as yet to engage in an expensive cam- 
paign. 

In our opinion, if 


insurance does de- 


cide to expend large sums for general 
must definitely 
program for 10 
Sporadic publicity does not 
Advertising benefits are 
Furthermore the 
those who 


advertising it decide to 


prepare a years as a 
minimum. 


hit the target. 


accumulative. cam- 


paign must be carried on by 


know not only advertising but who also 
know insurance. 

Probably insurance is too comser- 
vative in this line but it will not be 
moved to action by extreme claims ot 
publicists, however eminent they b: 
Baseball, football and all sports get 
more publicity than any other activity 


and yet do less advertising. Insurance 
has an appeal but it will have to be put 


before the public in its peculiar form. 








PERSONAL GLIMPSES OF LIFE UNDERWRITERS 





Franklin Mann, general agent for Ne- 
braska of the Northwestern Mutual Life, 
had an unusual] compliment paid him 
recently when he stopped off on his way 
back from Colorado to Omaha to visit 
the Scottsbluff, Neb., agency and found 
himself the guest of honor at a ban- 
quet tendered by a group of local busi- 
mess men who are all policyholders in 
nis company. Harley 
biutf agent, devised the 
Mr. Mann is a veteran in 
work, and remarked upon the vastly 
chasiged attitude toward agents on the 
part of the public from the days he was 
rst in it. Then a banquet to an insur- 
ance agent would never have been 
thought of either by the agent or the 
men who tolerated his visits. 


dinner 
insurance 


John Hamilton Crankshaw, the old- 
est retired veteran of the Metropolitan 
Life, died at his country home in Moun- 
tainhome, Pa., May 25° at the age of 82. 
Mr. Crankshaw, who was born in Eng- 
land, became associated with the Metro- 
politan in 1880 and served the company 
continuously until his retirement in 1904. 
He was a pioneer in the industrial field 
in the United States, being one of sev- 
eral English industrial specialists who 
joined the Metropolitan and helped lay 
the foundations of industrial writing in 
this country. 

E. B. Hamlin, of Cleveland, state man- 
ager of the National Life of Vermont 
for Ohio and Indiana and a director of 
that company, is convalescing from a 
protracted illness due to influenza. 

Mrs. William F. Clabaugh, mother of 
C. C. Clabaugh, general supervisor of 
agencies of the Maryland Life, died at 
her home in Baltimore recently. 

Clifford Elvins, who was elected presi- 
dent of the Insurance Advertising Con- 
ference at its annual meeting last week, is 
advertising manager of the Imperial Life 

f Toronto. He entered the life insur- 
ance business in 1901 as private secretary 
to the superintendent of agencies of the 
Canada Lite and was made assistant 
cashier of that company’s branch in 
Pittsburgh in 1903. He joined the Im- 
perial Life as agency inspector in its 
London, Ont., branch in 1904 and was 
placed in charge of the company’s ad- 
vertising and supply department at the 
head office in 1906. He was a member 
of the board of governors of the Direct 


Mail Advertising Association for four 
years, two of which he was vice-presi- 
dent, and served for two years as a 


member of the national commission of 
the Associated Advertising Clubs of the 
World. He was the second president of 
the Life Insurance Advertisers’ Associa- 


W. Shaver, Scotts- | 
plan. , 








CLIFFORD EBLVINS 


President Insurance Advertising 
Conference 


tion of Canada and a member of the di- 
rectorate continuously since the incep- 
tion of the organization. He has also 
been one of the working committee han- 
dling the cooperative advertising for the 
Canadian life companies from the com- 
mencement of this campaign six years 
ago. He has been secretary and treas- 
urer of the Insurance Institute of Tor- 
onto since 1912, has served as a member 
of the executive committee of the To- 
ronto Advertising Club and of the 
board of directors of the Association of 
Canadian Advertisers, which body he 
also served as president. He is a charter 
member of the Insurance Advertising 
Conference and from the outset has been 


prominently associated with its activi- 
ties. 

June has been designed as presi- 
dent’s month in honor of President 


W. H. Hinebaugh of the Central Life 
of Illinois. Upon assuming the presi- 
dency in 1925, Judge Hinebaugh an- 
nounced as the company’s slogan, “Sun- 
shine, Joy and Happiness Make for Ef- 
ficiency.” The agency organization is 


|now reciprocating by sending with each 


| shine 


application a card depicting rays of sun- 
concentrated on the home office 
building on Michigan boulevard in Chi- 
cago. Special non-medical privileges will 
be extended during the month and a free 
direct mail campaign will later be ex- 
tended agents qualifying during “Hine- 
baugh Month.” 
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LIFE AGENCY CHANGES 


FIELD FORCE IS EXPANDED 























National Life of Vermont Announces 
Two New General Agents in 
the Central West 





The National Life of Vermont_has 
opened a general agency in St. Paul, 
Floyd G. Beam being appointed general 
agent. He has been representing the 
Mutual Benefit Life in St. Paul. 

N. L. Palmer & Son have been ap- 
pointed general agents at Lincoln, Neb. 
They have had the Aetna Life for 15 
years. 

Raymond A. Ferris, who was formerly 
one of the general agents of the New 
England Mutual Life in Cleveland, but 
who joined the National Life there, has 
taken hold and is now producing busi- 
ness steadily. 





A. C. Longshore 


Arthur C. Longshore, former assistant 
vice-president of the Northwestern Na- 
tional Bank, Portland, Ore., has become 
a member of the firm of Horace Meck- 
lem and Alfred Parker, general agents 
for Oregon of the New England Mutual 
Life. 








Puthof & Tischbein 
Puthof & Tischbein have become gen- | 
eral agents of the United Life & Acci- 
dent for Cincinnati, with office at War- 
saw and Purcell avenues. 





James T. Toohey 


i 

James T. Toohey has been appointed | 
Nebraska state manager for the Kansas 
Life of Topeka. Mr. Toohey represent- | 
ed the Central States Life of St. Louis 
for over ten years and recently has | 
joined the Kansas Life sales force. He 
will be located in the Terminal building, | 
Lincoln, Neb. 





Roy Johnson 


Roy Johnson, formerly of Topeka, 
Kan,. has been appointed state mana- 
ger of the Bank Savings Life of Topeka 
tor Colorado, with headquarters at 203 | 
U. S. National Bank building. Mr. 
Johnson formerly was connected with 
the Mutual Life of New York and ad 
Peoria Life in Kansas. 





A. T. Downey 


The Royal Union Life has announced 
the appointment of A. T. Downey as 
state agent for South Dakota. He will 
have headquarters in Sioux Falls. Mr. 
Downey was formerly with the Minne- 
sota Mutual Life and more recently with 
the Central Life of lowa. 





H. M. Bassett 


The Continental Life of Missouri has 
appointed H. M. Bassett general agent 
of the lite department for north central 
Alabama. Mr. Bassett has represented 
the accident department of the company | 
tor the past three years and he will con- | 
tinue to supervise that branch also. 





Frank M. Stapleton 


Frank M. Stapleton has been ap- 
pointed agency supervisor of the Great 
Republic Life for the California field, 
Vice-President W. H. Savage has an- 
nounced. Mr. Stapleton formerly was 
agency supervisor of the Midwest Life 
ot Lincoln, Neb., in the Nebraska field, 
and for a time was connected with the 
Bankers National Life of Denver as 
agency supervisor. 


————— — 





Marshall S. Johnson 


Marshall S. Johnson has been ap- 
pointed agency manager of the Great 
Republic Life for southwest Texas. His 
headquarters are in San Antonio. Mr. 





THE 
SUMMER SPURT 


Why not have a Summer Spurt in- 
stead of a Summer Slump? 


Salaries go on just the same in 
summer time. 


Salaries*are'all that are necessary 
for the success of a Salary Savings Sys- 
tem campaign. 


Under the Salary Saving System 
the employer deducts the monthly pre- 
mium on any form of Lincoln National 
Life policy from the pay of the employee. 
Individual policies are issued and with 
certain restrictions it is conducted on a 
non-medical basis. 


The’ Salary Savings System is so 
simple and yet so helpful to the agent 
that itpfurnishes another substantial 
reason why it pays to 


(CINK UP (Swi THe (LINCOLN) 


The 


Lincoln National Life 
Insurance Company 


“‘Its Name Indicates Its Character’’ 


Fort Wayne, Ind. 














Lincoln Life Bldg 


More Than $470,000,000 in Force 
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Johnson has been in the insurance busi- | Wall was with the Soowhine for over 
. -veral years two years as field assistant, and in 
ness lor several years. March, 1926, went with Auer, Inc., real 
estate and insurance firm at Milwaukee, 

Life Agency Notes in charge of its life insurance depart- 


ment, where he was a $400,000 producer. 


Charles Gunton has been appointed 


special agent in Des Moines for the Co- License to operate in Michigan as a 
lumbian National Life. fraternal benefit society has been granted 
Newman Dorr, who has been associ-/| to the Police & Firemen’s Insurance As- 
ated with the Frigidaire Corporation, | sociation of Indianapolis. 
has gone to Waterloo, Ia., to become D. F. Shafer, manager of the Ohio 
special agent for the Provident Mutual | state Life agency at Mansfield, O., was 
Life. Mr. Dorr was formerly in the in-/| the speaker at a meeting of bankers in 
surance business in Des Moines. that city Friday evening. He discussed 
Donald M. Wall has joined the Mutual | the relations between banking and lif 
Life of New York in Milwaukee. Mr. | insurance 





Connecticut General News 
Hartford, Conn. 








Cashed Securities to Buy Annuity 
A 


travel, recently cashed his securities 


retired business man, about to 


and 
bought a life annuity for himself and 
his wife. He wanted freedom from care. 
A physician invested the proceeds of 
He 


a repaid mortgage in a life annuity. 


wanted higher yield. 
An aged widow invested $1,558 in an 
annuity paying $25 a month. She had 


to have safety and yield without re- 
sponsibility. 

For our attractive annuity rates, ad- 
dress Connecticut General Life Imsur- 


ance Company. 





(PP AdigwAlic STEEL 
ey 


WHAT’S AHEAD? 


That question is in the mind of every am- 
bitious man. It’s in your mind. 

If the answer does not satisfy, it will pay you 
to learn the advantages of a life underwriting 
contract with Fidelity. 

Fidelity originated the disability provision, the 
double benefit feature, and the “Income for Life’’ 
plan. It operates in farty states on a full level 
net premium basis with more than $70,000,000 in 
assets and over $343,000,000 insurance in force. 

More than 3,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 


— - —— 
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SEEN IT? 


HAVE YOU pean 11? 
“HOW TO SELL TWICE AS 
MUCH LIFE INSURANCE” 


a little folder describing 


THE SHIELDS 
INSURANCE INCOMETER 


File con equal it for Filing Efficiency. 
SO OAYS FREE TRIAL 6 YEAR GUARANTY 
Svomit your tihng problems ond get our 







Send for free copy today —no obliation 


acnatngs Expert foctory service ond 
ectory porces to consumers direct 

A. W. LANDQUIST 
The AUTOMATIC FILE & INDEX CO. Sole Distributor, U. 5. & Canada 





Fectory one Home Office Green Boy, Wis 


Sales Brom hes ot Ci 246 Fifth Avenue 


New York City 
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SUPERVISORS ARE ORGANIZED , husband's 


Division Formed in Cleveland as Unit 
of Life Underwriters Believed 
First of Its Kind 


CLEVELAND, O., June 2.—What is 
believed to be the first permanent or- 


life from the Sun Life. The 
insurance company sought to void the 
‘policy, claiming Gilden had misrepre- 


| sented his character and used a fictitious 


name. Gilden took out the policy in 
1925, a short time after he was acquitted 


| by a jury on the charge of aiding in the 


ganization of local life agency supervis- | 


ors in the United States was effected 
here this past week. The group, which 
is to be known as the Agency Supervis- 
ors Division of the Cleveland Life Un- 
derwriters, has stated its purpose as 
tollows: 

“To exchange of ideas 
the employ- 


foster 
among those engaged in 
ment and training of men, the devel- 
opment of the field forces and in the 
conducting of agency meetings. , 

The new organization is not intended 
to conflict with nor overlap the activi- 
ties of the Agency Managers Division, 
which concerns itself with the broader 
phases of agency problems. 

Robert E. Morgan, supervisor of the 
f&. W. Snyder agency of the Massa- 
chusetts Mutual, was elected as the first 
permanent chairman of the new body. 
He will be assisted by a committee of 
three which develop a constructive pro- 
gram. J. S. Williams, executive secre- 
tary of the Cleveland Life Underwriters, 
will be secretary of the supervisors divi- 
sion. 

At the organization 
Charles J. Rockwell gave 
on “The Training of Men.” About 30 
supervisors have affiliated with the 
group. Meetings will be held monthly. 
Membership in the Cleveland Life Un- 
derwriters is one of the requisites of par- 
ticipation. 


an 


meeting, Dr. 
an address 


Should Have Investigated 


An insurance company must investi- 
gate the character of an applicant for 
insurance according to an _ opinion 
handed down by Judge Stump in cir- 
cuit court in Baltimore last week in the 
case of Mrs. Ida Gilden, widow of 
Simon Gilden, murdered gangster, who 
sued to collect the $2,500 policy 


| increases the 


robbery of a bank. In December of the 
same year his bullet-riddled body was 
found on the street in lower New York 


Travelers’ Boston Office Moved 


The Boston branch office of the Tray- 
elers companies faced the tremendous 
task last week end of moving its entire 


life, casualty and fire offices into its new 
building at 147-149 Milk street. The 335 
employes of this branch who went to 


work Monday morning passed by their 
old entrance and entered the old Stone 
& Webster building a few doors below 


| to find their desks and supplies ready for 


}a conference 


on her | ernor’s 


work as usual. The Travelers has taken 
a 2lyear-lease on the nine-story build 
ing recently vacated by Stone & Web- 
ster. The interior has been entirely 
rearranged and refitted. Modern cou- 
veniences are provided and _ sufficient 
space is available so that the quarters 


will not only not be cramped but will 
allow of expansion for a few years to 
come. 


On the first floor of the new Travel- 
ers building will be the main customers’ 
counter, extending the entire length of 
the building. In addition there will be 
room for brokers and 
agents. The Travelers’ organization will 
utilize the entire building. 


Ohio Legislature Adjourns 
COLUMBUS, O., May 31.—Without 


transacting any business the general as- 
sembly of Ohio today adjourned sine die. 
Only six of the 37 members of the sen- 
ate and 34 of the 136 in the house were 
present. It was expected an effort would 
be made to repeal the Myers bill, which 
tax on premiums of for- 
eign insurance companies, but legislative 


leaders were adamant in insisting that 
no action be taken overriding the gov- 
appropriations bill vetoes. 





c 


| IN THE MISSISSIPPI] VALLEY | 





EDMUND LAMB IN NEW POST 


Joins W. A. Alexander & Co. in Suc- 
cession to John J. Gordon as Head 
of Life Department 


Edmund E, Lamb has been oa 
manager of the life department of W. 
Alexander & Co. of Chicago, to suc- 
ceed John J. Gordon, who recently 
joined the forces of Hart & Eubank of 
New York. Mr. Lamb joined W. A. 
\lexander & Co. three and a half years 
ago as assistant manager. For the six 
months preceding that time he was gen- 
eral agent in Chicago for the Union Mu- 


|for all. 


tual Life. Before that he was with the 
old Hammond agency of the Equitable 
Life of New York. Mr. Lamb has a 
law education, having graduated from 
Loyola University in 1919 with an 
L.L. B. degree. After graduation he | 


was with the law firm of Winston, Payne, 
Strawn & Shaw of New York for a year 


and a half. He left there to go on the 
road for a year and a half for a New 
York firm selling cotton piece goods, It 
was from this connection that he went 
to the Equitable Life of New York. Mr. 
lamb is a native of Chicago, where he 
vas born in 1896. 

Mr. Lamb announced that William 
R. Kemper of W. A. Alexander & Co 


business the 


Mr. Kem- 


has sold $580.000 in new 
first five months of this year 
per, 


who made a success in the casualty | Geisler of Fred S. 


for 11 years, began to devote 
exclusively to selling life in- 
a year and a half ago. 


business 
his time 
surance only 


Stage Summer Contest 


contest is being run by 
the Paul H. Kremer general agency at 
Milwaukee for the Penn Mutual Life 
from June 1 to Aug. 31. <A _ handicap 
arrangement has been worked out by 
a committee of agents whereby Albert 
Voss is the scratch man to produce the 
greatest amount of business and the rest 
of the agents will be handicapped. These 
handicaps are figured on a basis of 
business paid for averaged over a period 
of years. After everyone has made the 
quota set, the contest will be a free- 
Cash prizes are to be awarded 
for the ht cel of the three months’ 
contest, and bi-weekly special prizes will 
he awarded to the leaders. 


A summer 


Club Committees Formed 


Russell S. Chaloner, manager of the 
Chicago branch office of the Norwich 
Union Indemnity and newly elected 
president of the Insurance Club of Chi- 
cago, announces formation of the follow- 
ing club committees, each of which will 
function for the entire club year: Mem- 
bership committee, B. F. Walker, man- 
ager of the brokerage department of 
the Tokio, chairman: house committee, 
Emil Hepp, Springfield Fire & Marine, 
chairman; entertainment committee, W. 
James & Co., chair- 
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man; sports committee, Harry Chesley 
of the Western Union, chairman. The 
educational committee has not yet been 
formed, but will be before the students’ 
start in October. Some of the 
committees already have held meetings 
and have mapped out their programs 
for the year. 

Life men are joining the club in in- 
creasing numbers, and it has been pro- 

led that when the life men form 25 

recent of the total members! 


classes 


hip, they 


ill elect a vice-president. At present 
the club functions with two vice-presi- 
lents, one representing the fire branch 

casualty brat is 


ted t 
ne recent 
+ Wf m) r) 
rst litle man 


] 1 


poard, 


' 
, Was eles 





Outing for Iowa Agents 
The entire agency and office fore 
the New England Mutual Life 
i spent the week-end on Cl 


General! 





\nderson and his wife It is the thir 
1 outing for the group, w ie! 
ual mee and election ¢ oft 
s besides the usual round « ating 
shing and other sports 
lhe wives of the agents, organized as 
¢ Pri ri lub, also elected officers 
the coming year. 


Beers Addresses Joint Meeting 


William H. Beers, head of the Mutual 
Life St. Louis agency, was the 
speaker at a jojnt 
the agency organizations of the St 
Louis offices of the Connecticut Mutual 
nd the Massachusetts Mutual Life held 


enent 


nciy al 





meeting | 


LIFE INSURANCE EDITION 


in the Connecticut Mutual offices last 
week. 

The joint meeting was arranged by 
Chester O. Fischer, manager in St. Louis 
for the Massachusetts Mutual, and Strat- 
ford Lee Morton, head of the Stratford 
Lee Morton agency of the Connecticut 
Mutual Life. 

Mr. Beers bears an international repu- 








tation as a speaker and lecturer on life 
insurance and his talk proved highly 
nteresting and instructive 
Set High Recor 
The W n agency of the Mutual 
i.e Ol ew rk, t whicl Gitlor 
i s Manage luce 
$1.2 | r s ss May 
Was argent 1! | s Ss an 
ease OV the ] ct ear 
\ ur 7, Ss “ ‘ 
( 1 ess ri t > > OOF 
Conservation Is Discussed 
M inagcers ot! 16 |ite Insuranc< col 
nies in Fargo, N. D., attended ; 
¢ meeting t meet S. G. D I 
r esentative I Ins 
¢ Sales Research Bureau of H t 
ecently An ope scuss 
Vs 1 means f kee ng business « 
c | ks was held a M Dick Ss 
qvestioned cashiers concerning ipsa 
ol usiness 


Huebner Speaks in St. Paul 


Dr. S. S. Huebner of the U 


Pennsylvania has been secured to ad- 
dress the next meeting of the St. Paul 
Forum, to be held June 6. He will dis- 


“Business Risks,” and an effort will 


be made to get out a 


business men as well as life 


cuss 





( 








IN THE SOUTH AND SOUTHWEST 








CAN’T IMPOSE LICENSE TAX 


Virginia Attorney General Holds Effort 
Made by Municipality Along 
That Line Is Illegal 





insuramce agents in Virginia cannot 
be made to pay a license tax, under a 
ruling of Attorney General Saunders 
The opinion was sought by Commis- 
sioner Button when complaints were 
lalged with him that the town of Bed- 





’ 


ord was planning to enact an ordinance 


requiring agents in that town to pay 
such a tax. In seeking to levy the tax, 
the town was relying on the decision in 
the case known as Tabb vs. Richmond 
contained in Michie’s annotated 
gotten out since passage of the tax bil! 
of 1916, which stipulated that a tax 
on gross premiums of insurance com- 
panies, as provided in that act, should 
be in lieu of all other taxes levied 
against them or their agents, except 
the certificate fee of $1 which the agents 
ate required to pay Inasmuch as the 
1916 law was enacted after the decision 
in the case of Tabb vs. Richmond was 
given, Attorney General Saunders holds 
that this case was erroneously included 

the and that the town of Bed- 
tord cannot rely upon that case in en 
ceavoring to inpose a license tax o 
avents The town was contemplating 
levying a flat tax of $25 together with 

percentage of premiums | 


code 


code 


collected. 


Carolina Agents in Contest 


South Carolina agents of the Atlanti 
te who are engaged in a spirited pro 
ction contest with North Carolina 
vents of the company held a rally at 
Among the speak 
rs were Dr. Frank P. Righter, medical 
lirector, and Mel T. Abel, 
perintendent of agencies. South Caro 
a agents are now leading in the con 
continued through 


assistant 


st, which is to be 
e summer 


UNION LIFE AGENCY MEETING 


Plans are Made for the Convention 


That Will Be Held at 
Home Office 
The annual agency gathering of the 
Union Life of Rogers, Ark., will be 
held at the home office July 13-14 
Claris Adams of St. Louis, secretary 
and general counsel of the American 
Life Convention, will be one of the 


main speakers. He will give an address 


the afternoon of the first dav in the 
home office auditorium President ] 
W. Walker will give the address of 


welcome in the morning, the response 
being by C. W. Baughman, cashier 
First National Bank of Lamar. Ark 
J. S. Maloney, insurance commissioner 
of Arkansas, will speak, as will Walter 
Taylor, the state banking commissioner 
Robert E. Wait, secretary ot the 
Arkansas Bankers Association, will eive 
an address the morning of the first day 
Inasmuch as al] the agents of the Union 
Life are Arkansas bankers, their meet 
ings should take very mucl f 


h of the 
character of a bankers meeting insofar 


as the participants are concerned Che 
Dream Valley Club, whcih is the agency 
club of the organization, will hold its 


Valley. the 
Walker the 


or the 


meeting at Dream 
home of President 
dav 1. B. Lee, 
Bank & Trust 
president of the club and 
Addresses wi 
Tustus, home office repre 


Malpas 


annual 
country 
second cashier 
Farmers 
Magnolia, is 
will preside 
by Theo C. | 
sentative: R. M 


Lompany or 


> 
president Re 


insurance Life of Des Moines, and Dr 
Roy I Davis of Chicago, educational 
director of the Continental Assurance 


“Ti all the oil pro luced in Texas in 
1925 was sold for $2 per barrel, vou 
would have to multiply the sum by 10 t 
equal the life imsurance in force in 


Culbertson 


declared <A B 
banker, in an address 


Texas,” 
Houston 


Consider th 


You can read in it satisfaction for your 
policyholders, and for yourself the assur- 
ance of a contented clientele. 
and compare these terms: 





Any natural death ... 


Any accidental death 


Certain accidental deaths 


Accident benefits 


(Non-cancellable) 
Also Disability Income, Waiver 
of Premiums, etc 
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is Contract 
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ALL IN ONE POLICY 





Because your prospect 


tract “A Policy You Can 


ie nte¢ $ ire, WM ais 


There may be an opportunity in your community 
If so, our Vice President, Eugene E. Reed, will 
tell you all about it. Write him direct—and directly. 


quickly 
tages, we have named this broad United Life con- 


sees its advan- 


Sell.” In assuring your 





UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord 


Inquire! 


New Hampshire 


it 














Again “Performances 
Exceed Promises” 


In its early years the Midland Mutual Life Insur | 
ance Company sold both par and non-par imsurance 
Considerable of the non-par was placed upon the Com- 
pany’s books, much of which still persists. Long ago 
the Company discontinued issuing non-par | 

| 


In June 1907 a young man purchased Midland 
policy No. 521 for $2,000 on the non-par plan 
now paid all the premiums and under the terms of his 
contract he is entitled to no dividends 


But in June 1928 he will receive a cash dividend 
of $18.46 and an increasing amount each year there- 
after, for by a recent ruling the Board of Directors 
made all this old non-par business participating with 


out increase of premiums 


General Agency opportunities in ILLINOIS 
MICHIGAN, PENNSYLVANIA, NEW 
LAND, VIRGINIA AND WEST VIRGINIA 


THE MIDLAND MUTUAL | 
LIFE INSURANCE CO. | 
COLUMBU 


S, OHIO 


He has 


INDIANA 
JERSEY, MARY- 
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Builders 
of 
Business 


If you have not used 
Kaufmann Systeman 
Security Holders you 
have a pleasant surprise 
awaiting you. For Kauf- 
mann Wallets will help 
you build business just 
as it is building busi- 
ness for hundreds of 
others. 


The Kaufmann Wallet 
is the best leather con- 
tainer on the market 
designed to provide a 
place for insurance poli- 
cies, bonds and other 
valuable papers. 








Until you have used it 
to deliver those extra 
policies you have not 
made use of the big- 
gest dollar for dollar 
life insurance business 
builder on the market 
today. 


The standard size is $2.25 
and the large size, $3.15. 
Quantity rate gladly fur 
nished on application 
Other wallets from 6s5c to 
$5.00. 


E. L. KAUFMANN 


Room 700, Austin Bldg. 
111 W. Jackson Boulevard 
CHICAGO, ILL. 
Telephone Wabash 3933 











A Firm Foundation 


National and the American Provident 
Life at the office of Cravens, Dargan & 
Co. He made some other equally strik- 
ing comparisons between property values 
and life insurance in the state. 


trust company service in handling insur- 
ance proceeds, stating that 72 percent of 
all property left by persons who died in 
1925 consisted of life insurance payable 
in a lump sum. 





Twelve recent cases where life under- | 


writers and the Second National Bank’s 
trust department have cooperated were 


the agency forces of the Northwestern 


Mr. Culbertson stressed the need for | 


} 


| gone into in detail. Much of that sort 

of business involving wills and similar 
| services is beginning to come to Hous- 
| ton from other gulf coast towns. 


Good Results in Alabama 

The Alabama department of the Re- 
liance Life of Pittsburgh closed the sec- 
ond best month on written business it 
has had in three years. There were 209 
applications for $667,505 life and $2,723 
in accident and health premiums. N. S. 
Tomlinson is the supervisor of the de- 
i partment. 








PACIFIC COAST AND MOUNTAIN FIELD | 


——— 


| 
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TRUST ACTIVITIES ARE HIT 


Law Just Passed in California Believed 
to Prevent Encroachment into 
Bankers’ Domain 


At the final session of the annual con- 
vention of the California Bankers’ Asso- 
ciation held recently at Del Monte it 
was declared that non-California life in- 
|surance companies operating in this 
state have been encroaching on the field 
| of trust companies, and a resolution was 
| adopted directing attention to the mat- 
| ter and requesting relief irom the proper 
| state officers. It is believed, however. 
| that the situation has been taken care of 
| by the passage of Senate bill 260, which 
|has since been signed by Governor 
| Young and is now a law. This bill was 
| supported by the Association of Life In- 
|surance Presidents and also by attor- 
neys representing the trust companies. 
It relates to disposition of the proceeds 
of life insurance policies. 

The text of the law reads as follows: 

“Section 1. A new section is hereby 
added to the civil code to be numbered 
2768, and to read as follows: 

“Any policy of life or endowment in- 
surance may provide that the proceeds 
thereof or payments thereunder shall not 
be subject to transfer, anticipation, or 
commutation or encumbrance to any 
beneficiary, and shall not be subject to 
the claims of creditors of any beneficiary 
or any legal process against any bene- 








With more than three-quarters of a century 
of success and achievement back of it, the 
Massachusetts Mutual is in a position to pro- 
gress along lines that have been thoroughly 
tested. 


This position is made more desirable because 
of the maintenance of principles and practices of 
high character which have molded the three 
great divisions of the Company—Home Office, 
Field Force, and Policyholders—into an ergani- 
zation whose reputation for stability and fair 
dealing is universal. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 














MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
ORGANIZED 1851 








ficiary.” 


Branch Office at Spokane 

| H. O. Leach, superintendent of agen- 
jcies in the United States of the Sun 
bes of Canada, announces that the oi- 





fice at Spokane, Wash., has been raised | 


:0 a branch office and will hereafter re- 
port cirectly to the main office, instead 
cf to Seattle as heretofore. The Spo- 
|kane branch will serve all of eastern 
| Washington and northern Idaho. 

| Arthur Smith, who opened a small 
office there two years ago, has been 
promoted to branch manager, with D. 
W. T. Oakland as secretary. 





Held Banquet in Seattle 
| William L. Walsh, manager of the 
in Seattle recently. The total insurance 
written in April was $1,700,000. In 
order to become eligible to attend the 
banquet the seniors were asked to write 
$100,000 insurance or more, intermediate 
$50,000 and the juniors $25,000. 


Managers’ Club Meets 
The Life Insurance General Agents’ 
& Managers’ Club of Seattle held its 
monthly meeting last week. The meet- 
ing was in charge of William Peterson 
of the Provident Mutual Life, chairman 
of the executive committee. Hugh S. 


a paper on “Agency Stimulations 
Through Contests.” C. Thompson 
of the Metropolitan Life in a brief 
speech paid a high tribute to Pat Duren, 
who retired June 1, after serving for 
23 years as general agent of the Union 
Mutual Life. Mr. Duren was voted a 
life membership in the club. H. O. 





Leach, superintendent of agencies of the 
Sun Life of Canada, was a guest. 


Pag mero and his staff held a banquet | 


Bell of the Equitable Life of Iowa read | 


a 


‘COCHRANE FILES HIS REPLY 


Denies Charges That He Is Incompe- 
tent, Inefficient and Discourteous as 
Alleged by Complainant 


DENVER, COLO., June 1.—Jack- 
son Cochrane, Colorado insurance com- 
missioner, has filed an answer with the 
civil service commission to charges 
recently preferred against him _ by 
Charles T. Fertig, president of the state 
civil service employes’ association. In 
the answer Mr. Cochrane denied the 
charges, asserting Mr. Fertig’s allega- 
tions are not such as to give the com- 
mission power to remove him from 
office. He further maintains that he is 
competent, efficient and courteous, con- 
trary to the charges. 

Mr. Cochrane alleges he has saved the 
state $650,000 since he went into office 
in December, 1922. He further states 

lhe has collected $250,000 for widows, or- 
| phans and other beneficiaries. 


Samuels Heads Fund Drive 


Isadore Samuels, general agent of the 
New England Mutual Life for Colorado 
and Wyoming, has been appointed cam- 
paign chairman for the 1927 Community 
Chest campaign in Denver. As cam- 
paign chairman, Mr. Samuels will have 
lthe important job of lining up the per- 
}sonnel for the men’s and women’s divi- 
| sion of the army, presiding at campaign 
executive meetings and working out 
many of the details of the campaign or- 
ganization. Mr. Samuels is a veteran 
| campaigner, having worked in the Com- 
munity Chest campaigns ever since he 
went to Denver four years ago. Pre- 
vious to that he worked in Kansas City 
in five Community Chest campaigns. 


Davis with Midland Mutual 


| Ray Davis, for the past year and a 
half district manager at Lincoln, Neb., 
tor the Mutual Life of New York, has 
| resigned and on July 1 will become field 
| supervisor for the Midland Mutual Life 
of Columbus, O. He will remove his 
family to that city, and will have the 
territory east of the Mississippi river to 
cover. He will also be assistant to the 
manager of sales. Mr. Davis began with 
the Security Mutual of Lincoln in 1921, 
and has been one of the largest produc- 
ers in his field, having made the field 
club of the Mutual Life his first vear 
with that organization. 


Sun Life’s New Building 
Construction work on the new home 
office building of the Sun Life of Can- 
ada at Montreal is progressing rapidly. 
The structure will be 450 feet high and 
will have a frontage of 400 feet on 
| Dominion Square. At present the home 
office employs a staff of about 1,200. A 
staff of more than 10,000 will be pro- 

vided for in the new structure. 


Washington Code Ready Soon 


Commissioner Fishback of Washington 
| states that his department will have re- 
vised copies of the Washington insur- 
| ance code ready for delivery in July and 
that they will be supplied to those ask- 
ing for them. The department has is- 
sued 22,000 licenses since April 1 and has 
collected $1,273,000 in taxes and license 
fees, which is $90,000 more than in 1926. 
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IN THE ACCIDENT AND HEALTH FIELD | 








TRAVELERS HAS NEW POLICY | 


Pays Lump Sum Accident Benefits, 
With No Weekly Indemnity and 
No Principal Sum 


The Travelers has announced a new 
accident policy of an unusual charac- 
ter. The outstanding feature is that it 
benefit in case of death, its 
terms providing payments only for non- 
fatal injuries. This elimination of the 
death benefit, Vice-president B. A. Page 
explained, was due to a widespread dis- 
inclination on the part of many men to 
smsure the lives of their wives on the 
ground that they did not desire to profit 
or collect “blood money” in the event 
of their deaths. 

The new policy also is unusual in 
that it does not provide any weekly in- 
demnity in the case of accident, all pav- 
ments being made in a lump sum in 
addition to surgical, hospital and nurses’ 
charges. This permits the policy to 
apply to non-wage earners as well as 
wage earners, it being one of the few 
accident policies that can be obtained 
by unemployed women and men. 

The benefit payments range from 
$12.50 for the loss of a toe to $5,000 for 
the loss of sight of both eves and the 
actual expenses of surgical treatment, 
hospital confinement or nurses’ fees. 


pays no 


Joins Guaranty Liability 

William Chittenden, until recently with 
Michel Brothers in New Orleans, is be- 
ome vice-president and sales manager 
for the Guaranty Liability Company of 
Dayton. This company is handling life 
nd disability insurance covering deferred 
payment debts Mr. Chittenden’s expe- 
rience has been in the accident and 
health field. Before going with Miche! 
Brothers, he was with the Federal Surety 
as an accident and health special 


} tion of oil 


Bankers Casualty Changes 


R. B. Beson has resigned from the 
Bankers Casualty of Springfield, Ill... an 
assessment accident and health com- 
pany. James R. Graham has been ap- 
pointed assistant secretary and general 
manager of the Bankers Casualty and 
Daniel C. Bowling has been appointed 
district agency manager. The Bankers 
Casualty was organized in 1925 and is 
writing a noncancellable health and ac- 
cident policy. 


Federal Casualty in Virginia 


The Federal Casualty of Detroit has 
been admitted to Virginia to writé 
health and accident lines, with principal 
office at Richmond in charge of John © 
Carroll Mr. Carroll previously repre- 
sented the health and accident depart- 
ment of the Union Indemnity there in 
similar capacity. 


Holds School of Instruction 


Pr. Roy C. Fisher, superintendent of 
the health and accident department of 
the Ohio State Life, held a school of 
instruction at Charleston, W. Va., this 
week with a large number of the repre- 
sentatives of the company from West 
Virginia in attendance. He also has ar- 
ranged to hold a school of instruction 
at Pittsburgh, Pa., June 6-8. Dr. Fisher 
reports that the company's health and 


iccident insurance business has more 
than doubled within the last threes 
onths 


Cover Coast Stars 


To guard against the heavy loss that 
would be occasioned by the disability of 
ny of its members of the crack infield 
f the Oakland (Cal.) baseball team the 
management has taken accident insur- 
ance on the four—Fenton, Reese, Larry 
and Caveney. The business was written 
by Phil Koerner, Fresno, Cal., agent for 
e Equitable of New York, a former 
player and now a scout of the Oakland 
“lub. Last year Koerner wrote two life 
policies on Larry and Reese, sensational 
young infiielders, who were brought to 
e club by him. 


| building 
} Aetna Life vs 





NATIONAL CASUALTY EXPANDS 


Accident and Health Company to Write 
General Lines, in Affiliation With 
National Fire, Continental Casualty 


DETROIT, June 1—The National 
Casualty of this city, which heretofore 
has confined itself to the writing of 
accident and health business, will 
broaden its charter powers so as to per- 
mit the writing of all classes of casualty 
and surety business. The new line will 
be written in close affiliation with the 
National Fire of Hartford and the Con- 
tinental Casualty of Chicago. President 
H. A. Smith of the National Fire, Presi- 
dent H. G, B. Alexander of the Conti- 
nental Casualty, Western Manager 
George H. Bell of the National Fire 
and Vice-President H. A. Behrens oi 
the Continental Casualty have become 
directors of the National Casualty. 
Under the refinancing plans it will have 
a paid in capital of $750,000, with sur- 
plus and voluntary contingent reserve 
in excess of $1,000,000. It will continue 
to operate its accident and health busi- 
ness from Detroit but the new casualty 
and surety lines will be developed from 


general offices in Chicago 


Kentucky Figures Omitted 


In the table showing the experience 
of casualty companies in 1926 in Ken- 
tucky which appeared in a recent issue 


of The National Underwriter, the figures 
for the Business Men’s Assurance were 
inadvertently omitted The company had 
accident and health premiums of $16,925 
and paid $7,708 in accident and healt! 
Kentucky in 192¢ 








claims tt 


“Burning Building” Decisions 


Where the insured was burned while 
in his garage from the accidental igni- 
soaked dirt, held that the 
question was properly submitted to the 
jury and came within the provisions af 
the policy relating to the burning of a 
while the insured was in it 
Smith, U. S. Cir. Ct. of 
5th Cir 
- < ' 

Where a policy of accident insurance 
provided for protection against injury 
received from the burning of a building, 
held that this did not cover injuries re- 
ceived from the burning of personal 
property within the building. Arnold vs 
Travelers, Conn, Sup. Ct. 


Appeals 


National L. & A. Promotions 

Ss. B. DeShamp of Houston No. 2 and 
Ss. F. Call of Chicago No. 2 have been 
promoted to superintendencies in their 
respective districts by the National Life 
& Accident H. R. Davis, an agent in 
the Hopkinsville district, has been pro- 
moted to a _ superintendency in the 
Springfield, O., district 


Ed Mays Insured for $250,000 


The Continental Life of St. Louis an- 
nounces the issuance of a $250,000 policy 
on the life of Ed Mays, its vice-presi- 
dent, who is also president of the Grand 
National Bank of St. Louis. The policy 
was purchased by the bank and was 
written by General Agent W. C. John- 
son of the Continental. Since 1922 Mr. 
Mays has been a member of the board 
of directors of the Continental Life, and 


was elected vice-president in January 
i this year. 
Not a Life Company 
The Hoosier Casualty of Indiana, 


formed in 1921 as successor to a mutual 
company of the same name, was denied 
the status of a life insurance company 
by the United States board of tax ap- 
peals. The board also held that where 
a company assumed the risks of a mutual 
company in consideration of the transfer 
to it of the net surplus of the mutual 
company the transaction was one of re- 
insurance and the net surplus so re- 


| ceived was income to the stock company. 


‘Oh, whadaya call it?’’ 


“This policy, Mr. Maxwell, provides for 
the automatic establishment of a life trust 
for your wife. (The agent speaking) One 
of its particular advantages lies in the 
fact that this part of your estate will not 
be—er—uh—Oh, whadaya call it?” 

He groped for a word, stumbled and fell. His 
prospect's near-conviction turned to doubt. It 
the agent wasn’t well enough acquainted with 
what he was selling to express it, how much could 
his other statements be relied upon? It was only 
a little thing to be sure, but it is those little things 
that make many a salesman wonder why he lost 
an otherwise hopeful sale. 

There is but one way to overcome this handicap and 
that 1s Dy framing 


There are no “whadaya call t's” 
the A&tna-trained man 


in the vocabulary of 


Because, he is first given a clear understanding of 
everything that pertains to Life Insurance before he is 
taught to express tt in his own words 


Enrollments for our next J£ tn: 
are being taken now 


W H AT L 


General Agent for 


i Sales Training School 


-_ ; 
EK 
the 
Etna Life Insurance Company 


Hartford Connecticut 


203 S. Clark St. Chicago, IIl. 























This Plan 
Provides 


1. Easy Interviews 
2. Live Prospects 


4 3. A Selling System 
&) s \ . 





Friendly Cooperation 
5. Increased Income 


~ 


If these features appeal to 
you it would be well 
worth your while to in- 
vestigate this PLAN, and 
the General Agency con- 


tract offered by a fast 
growing, old line Com- 
pany. 


Write in confidence to 


REGISTER LIfe 
INSURANCE COMPANY 


DAVENPORT IOWA 
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POSE BARRY DIETZ, Pres. 
G. O. SANBORN, Vice-Pres. 


GLOBE MUTUAL LIFE 





W. J. ALEXANDER, Secy. 


F. T. ANDREWS, Med. Dir. 


INSURANCE COMPANY 


Incorporated under state 
laws of Illinois 1895 


19 PER CENT NET AVERAGE GAIN FOR 1926 in all branches 


CHICAGO 


T. F. BARRY, 


Founder 


THIS IS MADE POSSIBLE ONLY BY THE UNEXCELLED 
SERVICE THE GLOBE GIVES TO ITS POLICYHOLDERS 


Home Office, 
431 S. Dearborn St. 


Telephone 


arrison 1998 























7. 
Home Life policyholders are satisfied 
A Home Life policy brings peace of mind to the man 
who loves his family 


INDEPENDENCE SQUARE 


HOME LIFE INSURANCE COMPANY 
OF AMERICA 


Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 
POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 


Home Life Agents are satisfied 
A Home Life Contract brings prosperity and progress 


* * * * 


PHILADELPHIA, PENNA. 














We beve cocainge = an St 
«» N. M,., 


A Wider Field— 





., Dela., D. C., Fia., Ga. 
N. C., Okle., 3. D., W. Va. and Wyo. 


Our Agents Have 


Til,, Ie., Kane., Md., Mich. 


An Increased Opportunity 





Age Limits from 0 to 60. 


plan. 


and Females alike. 





Because we have 


Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’s 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 











You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 





in life insurance field work. 


During 84 years the first American legal reserve mutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 


This company writes all standard forms of insurance and annuities on 


both men and women. 


Age limits 10 to 70. 


Those who contemplate life insur- 
ance field work are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


3% NASSAU STREET 





NEW YORK, N. Y. 


























| WITH INDUSTRIAL MEN | 


NEWS OF THE PRUDENTIAL 














New District Has Been Opened at 
Rochester, N. Y., With John Mason 
as Superintendent 


A new district of the Prudential is 
opened in Rochester, N. Y., to be known 
as Rochester No. 4. It will be located 
on the seventh floor of the Mercantile 
building, Main and North streets. John 
Mason, who has been superintendent at 
Atlanta, Ga., since August, 1921, is in 
charge. Superintendent Mason is no 
stranger to Rochester, as he was pro- 
moted from assistant superintendent in 


Rochester No. 1 on July 30, 1921. He 
has always been located in New York 


state, with the exception of his service 
in Georgia, having started as an agent 
at Elmira, N. Y., on March 4, 1898. He 
has also been an assistant superintend- 
ent at Ithaca, N. Y., and Corning, N. Y. 

The office was opened with a staff of 
six assistant superintendents, including a 
detached office at Brockport in charge 
of Assistant Superintendent J. F. Carls, 
47 agents and four clerks. 

Clarence E. Austin, who entered the 
service of the company Aug. 18, 1924, in 
the Salamanca assistancy of the James- 
town, N. Y., district, which office was 
later transferred to the Olean, N. Y., dis- 
trict, has been promoted to be an as- 
sistant superintendent in the Salamanca 
office. 

Assistant Superintendent Joseph Mc- 
Gillicuddy of the Chicago No. 3 district 
recently completed 20 years of con- 
tinuous service with the company. He 
started as an agent in the Chicago No. 
8 district on May 18, 1907, and was pro- 
moted to be an assistant superintendent 
in the same district on May 10, 1909. He 
took an inspectorship on November 27, 
1911, which he relinquished on June 6, 
1921, to again take up assistancy work 
in the district he now represents. 

Superintendent Menzo H. Wessell of 
the York, Pa., district started his vaca- 
tion May 16, and after that period he 
will be placed on the retirement list 
after 31 years of service. He _ re- 
linquishes his position on account of his 
health. 
* Agent John M. Stewart of the Indian- 
apolis No. 2 district has received recog- 
nition of his meritorious work by being 
placed in charge of an assistancy in that 
district 

Promotions to Assistants 


“A” has 


assistant 


promoted seven 
superintendents 
John R. Cartmell, Yonkers 
Rothlein, New York No 
New York No. 15; 


Division 
agents to 
They are: 
district; Arnold 
1: Edward J. Tierney, 


Walter F. McCarthy, New York No. 1; 
Joseph B. Hoffman, New York No. 2; 
Thomas J. Woods, New Rochelle, and S 
Thomas Piccoli, New York No. 10. 

A new district, Rochester No. 4, has 


the Prudential and will 
Superintendent Mason, 
Atlanta, Ga., district 


been formed by 
be supervised by 
formerly of the 


Mr. Mason's service dates back to March 
$, 1898. An additional assistancy has 
heen formed at Batavia, N. Y. Agent 


J. Arthur Schiefen was promoted to 
take charge of this assistancy. 

Due to the transfer of Superintendent 
John E. Jackson of the Pittsburgh No. 2 
district to the Norristown district, As- 
sistant Superintendent William J. Rogers 
of the Butler office, Beaver Falls district, 
was advanced to superintendent. He has 
had extended field experience with a 
background of substantial achievement. 

Wholesale insurance cases are popu- 
lar with the staff of Division FE. The 
latest to place a wholesale policy are 
Assistant Superintendent Milton W. 
Lance and Stanley Q. Poff, both of 
Pittsburgh No. 2, who wrote an appli- 
eation on a local transfer and storage 
company. 

Division B announces the promotion 
of Anthony Durso to assistant superin- 
tendent at Rockville Centre, L. TI. Mr 
Durso has been associated with the com- 
pany for about three years. 

The following named recently received 
the $50,000 merit button: Agents Vincent 
Terenzio, New Haven, Conn.; Mihran H. 
Kazanjian and Nelson J. Milliord, Nor- 
wich, Conn. 


Western & Southern News 

30 former home office em- 
Savings Life have 
the home office of 


More than 
ployes of the Public 
been transferred to 








June 3, 1927 


the Western & Southern, which pur- 
chased the former company last montl 

The Western & Southern Boosters, 
under the leadership of Superintendent 
J. J. O'Leary of Chicago-West, beat th 
pick of Hammond, Ind., in a contest. 

The leading district in low arrears for 
the year to date is Chicago-Irving Park 
under Superintendent William Peglow. 
The leading assistant superintendent is 
J. Koniak, Detroit-North, and the lead- 
ing agent is J. Adams, Detroit-North 

Superintendent J. Dodds, Butler, has 
the leading district in joint results for 
the year to date; P. Rose, Detroit-South, 
is the leading assistant superintendent, 
and Frank Laraia, Chicago-Oak Park, is 
the leading agent. 





NEWS OF LIFE POLICIES 


| New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
| Books, etc. Supplementing the “Unique Mianvel- 
| Digest,” published annually in May at $4.00 and tle 
“Little Gem" published annua'ly in Apri! at $2.00 














ISSUE COMBINATION POLICY 


United Benefit Life and Mutual Benefit 
Health & Accident Contract Covers 
Life, Health and Accident 


The United Benefit Life and the Mu- 
tual Benefit Health & Accident, which 
are under the same management, are put- 
ting out a new combination life and 
health and accident policy which pays 
$2,000 for death from sickness, $4,000 
for death from accident, $6,000 for 
death from travel accident, $2,000 for 
loss of both hands, both feet or both 
eves, $700 for loss of one hand or one 
foot, $500 for loss of one eye and dis- 
ability benefits for either accident or 
sickness of $50 a month for life, starting 
from the first day, with double indemnity 
for travel accidents. In case of total 
permanent disability, resulting from 
either sickness or accident, premium 
payments are waived and_ disability 
benefits will be paid monthly. Cash and 
loan values accrue after the third year. 
The rates are as follows: 


Cash or Paid-Up 








Loan Insurance 
Annual Valueat Value at 

Age Premium 20th Yr. 20th ¥1 
Fare SF | 290 764 
a sesencenwe 46.60 302 778 
ar? 47.16 316 794 
Breer 47.78 g28 810 
20 48.40 342 826 
Se 49.06 356 84 
at Wahee 49.80 370 858 
eer 50.50 IR4 874 
a 2 6e6eaees 51.24 400 890 
5 52.08 416 ie 
i 53 434 424 
”, aotencveued 53.80 452 4 
a ee 54 470 95 
i? ckudteeheenr Bf 488 74 
er or 56.80 508 990 
| eee eee 57.92 528 1,006 
32 59.04 548 1,022 
Fee 60.30 568 1,038 
et thirnawwes 61.60 590 1,056 
ER Sghiige acacadecs 65.02 612 1,072 
ees oie eet as 64.54 634 1,08 
a ae we@éne 66.98 656 a 
Sere 67.80 680 1, 
39 69.54 702 3B 
OP wsée< 7 726 1, 
on tvsedesuwes 3 750 1, 
C— 75.80 774 1, 
— —? ae 78.16 800 's 
ere 80.68 824 1,2 
De stet«0eans 83.36 848 1,3 
OE Sadcevaseas 86.22 874 1,: 
47 89.30 900 1,: 
92.62 924 1,2 
er eer 96.16 950 1,2 
Bee 99.92 976 1,4 
hl 103.98 1,004 1,3 
52. 108.36 1,030 2 
a <ereceeund 113.02 1,058 1 
De shiestane 118.00 1,088 1, 
Oe @neeenes 123.46 1,120 1,370 





METROPOLITAN BIG INCREASE 


Dividend Distribution to Ordinary Pol- 
icyholders Will Be About 25 Per- 
cent Greater than in 1926 


Dividends approximating $30,000,000 
have been authorized by the Metropoli- 
tan Life for distribution in 1927 among 
its ordinary policyholders. This repre- 
sents an increase of 25 percent over a 
similar distribution made in 1926, and is 
due both to the larger number of policies 
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June 3, 19 

force and a general increase in the 
1927 dividend scale. 

In announcing the dividend distribu- | 
tion President Haley Fiske said: 

“A special feature of the Metropolitan 


ion to the pay- 
maturity and 
paid. In this 


vidends is that, in addit 

nent of regular dividends, 
mortuary dividends are 
practice the company stands alone 
among life insurance companies.” 





Midland Mutual 


Effective as of June 1, 1927, the Mid- 


land Mutual Life’s limits of retentions 
will be increased to the following: 
Standard 
Ages Retention 


Rete ntion 


500 $22,500 


51-55 inc..... 








25,000 56-60 in« 20,000 
Sub-Standard 
Table Retention Table Retention 
A cocseteceoss $12,500 C eee Bt 
AA Tr -. 11,000 CC 5.000 
B ~«+++- 16,000 D and over 3,000 
ee vstecsnen Dee 
— 


LOCAL ASSOCIATIONS 


SALES CONGRESS SCHEDULED 








St. Louis Association to Hear Three 
Speakers at Meeting to Be Held 





This Week 
ST. LOUIS, June 1.—The Life Un- 
derwriters Association of St. Louis will 
hold its 1927 sales congress at the City 


| 
} 
| 


| during a 


LIFE IN 


ness is written, very likely, through this 
influence than any other. It is possible 
to get a lot of help from a friendly pol- 
icyholder if he is told how and when to 
act on your behalf.” 

Mr. Storer then told of his experience 
20-day stay in Leavenworth, 
Kan. When he reached Leavenworth 
he hunted up the town clerk and bought 
an agent’s license. The clerk took a pol- 
icy for $4,000 and helped Mr. Storer get 
in contact with some good prospects, 


|}many of whom he wrote, including ev- 
ery member of the local commission. He 
also had a policyholder in the town 


;out a 


lletters of 


|apt to 


Club Auditorium June 3. The program 
will cover three hours. 

Hillsman Taylor, vice-president of the 
Missouri State Life, who has been as- 
signed first place on the program, will 
speak on “The Future of Life Insur- | 
ance.” For about a year Mr. Taylor 


has not made many public addresses in 
St. Louis and he should prove a very 
interesting speaker. He is very force- 


| liam 


ful and has made a deep study of lite | 
insurance. 

Lester O. Schriver of the Aetna Life 
home office, the second speaker, will 
discuss “Increasing Your Production.” 


The last of the trio of headliners will 
be Dr. S. S. Huebner, professor of in- 
surance of the Wharton School of Fin- 


ance & Commerce, University of Penn- | 
svilvania. His subject is “What Life 
Insurance Does tor the Payer of the 


Premium.” 


Che sales congress has been promoted | 


by Henry E. Walker, director 


agency 


r the New York Life, who is president 

the Life Underwriters +p yng ee of 
St. Louis. He was assisted | > . special 
committee composed of Mrs. - . Price, 
Central States Life: F. M. eg Union 
Central Life; Wellborn Estes, Aetna 
Life: Hamilton Cooke, New York Life, 
and R. L. Morton, Connecticut Mutual 
Lite 


x 


INDIANAPOLIS LIFE MEN MEET 
Creation, Use of Third Party Influence 
in Selling, Is Subject Covered 
in — Forum 


“How to Create and Use Third Party 
nfluence” was the topic of a general 
discussion by the Indianapolis Associa- 
tion of Life Underwriters at a special 


Elbert B. 
opened the 


Friday 
Bankers 


noon. 
Lile 


last 
the 


meeting 
Storer of 
discussion. 

‘This is a bigger subject than any 
te man in this room can handle alone,” 
Mr. Storer remarked. Every prospect 
‘nterviewed is apt to have heard more 
or less of the agent and company 
trom others. You dont know whether 


his 


the man you are talking to has heard 
ll! of you or not, or whether he has 
ever heard of you at ail, as he is pretty 


apt to xeep his counsel. ‘She ramifica- 

=s of third party influence are unlim- 
ited. It probably inisu.ences more or less 
li the business we write. 


Policyholders’ Influence 


the influence 
More _ busi- 


importance is 
policyholders 


“First in 
of our own 


| Guardian Life; W. H. 


who went with him and introduced him 
to the leading business men. In 20 days 
with these helps, Mr. Storer wrote $108,- 


000 of new business. 
Leading Citizens Used 
On another occasion he wrote a large 
amount of business in Iola, Kan., with 
the help of a retired liveryman. Mr. 


Storer said that he usually tried to pick 
retired policyholder who stood 
well locally and had time to go with him 
to see prospects. Sometimes he uses 
policyholders by having them furnish 
introduction. This is some- 
times better, he said, as the novice is 
talk too much or inopportunely 
and spoil a sale for the agent. Friends 
who are not policyholders can also help. 
Magazine articles that are pertinent to 
life insurance can be used to good ad- 
vantage. 
Speakers Numerous 

Among others who made good talks 
on the subject were Harry Mason of the 
Penn Mutual, Edgar Webb, Equitable 
Life of New York, Edward R. Grisell, 
John Hancock: William E. Osborn, 
Provident Mutual; Fred Dickerman, 
Tennyson, Mutual 
Benefit, and Richard F. Habbe, Massa- 
chusetts Mutual. 

Mr. Storer, Mr. Dickerman and Will- 
A. Courtright of the Penn Mutual 
were named as a nominating committee 
for the annual election, which will be 
held at the June meeting. 

* * * 


ELECTION SET FOR JUNE 14 
New York Life Underwriters Associa- 
tion Will Hold Business Meeting 
and Choose New Officers 


NEW YORK, June 2 At noon on June 
14 at the Travelers building, 55 John 
street, the New York Life Underwriters 
Association will hold its regular annual 


| business meeting for the election of offi- 
|}ecers and the consideration of various 
routine matters, Although nominations 
may be made from this floor, the follow- 
ing names on the official slate for the 
several offices will probably be unop- 
posed: J". M. Frazer, Connecticut Mutual, 
president; J. Elliott Hall, Penn Mutual, 
| first vice-president; Leon Gilbert Simon, 
| Equitable Life of New York and the New 
York University life insurance training 
course second vice-president: Clancy 
Connell, Provident Mutual, third vice- 





and 


president; W. R. Carroll, Berkshire Life, 
secretary-treasurer, and G. H. Wurth, 
Northwestern Mutual, chairman of the 
executive committee 

At the meeting Miss Mary 
the New York Life is 
a motion intended to 
underwriters a larger 
cial administration of 
affairs 


Shapiro of 
expected to offer 
give women life 
share in the offi- 
the association's 
- . * 

Amber, 
Life, has 


Buffalo, N. Y.—Harrison lL, 
general agent of the Berkshire 
been elected president of the Buffalo 
Life Underwriters Other officers are 
Edward W. Selvage, first vice-president; 
Howard W. Smith, second vice-presi- 
dent; O. Shannon Grover, secretary, and 
Reginald T. Wheeler, treasurer 
x *x * 
lit.—Harry C. McNamer, 
one of the leading producers for the 
Equitable Life of New York in Chicago, 
Illinois field assistant to the pre 
dent of the National association, was 
the principal speaker at the last meeting 
of the Bloomington association 

Using as his subject “Imagination in 
Successful Salesmanship,.” Mr. McNamer 
said in part: “A man relates a life insur- 
ance program to himself when you talk 
about the things that he is interested in 

‘If you don’t talk to a man’s heart you 


Bloomington, 


si- 
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SERVICE CO-OPERATION 


is our plan for the building 
of this Company. 


WE KNOW YOUR PROBLEMS; THE REFORE 
WE CAN MAKE IT PROFITABLE TO YOU 


and 


If you are looking for 
an agency connection 
write 


MODERN LIFE 


INSURANCE COMPANY 


of Minnesota 


St. Paul Minnesota 


M. A. NATION 


c. D. MAC LAREN 
Vice President and General Manager 


President 














Life Insurance in Force 
December 31, 1926 
(Ordinary and Industrial) 


$383,578,015.00 


Surplus Security to Policyholders 
$3,874,514.37 


Conservative Progress Every Year. Operating 
From Coast to Coast, Canada to the Gulf, 
Cuba and Hawaiian Islands. 


AMERICAN NATIONAL 
: INSURANCE COMPANY 


Galveston, Texas 


W. J. Shaw, 


W. L. Moody, Jr., 
Secretary 


President 


Shearn Moody, 
Vice-President 
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! New Increased Dividend Scale 


Effective January 1, 1927 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
BOSTON, MASS. 


This Company ts now in the very Forefront on Low Net Cost 
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There’s MANY a slip twist cup and lip— 


CHICAGO, ILL. But the CASUALTY ten neal will 
ti eliminate many of them:in yo 
$2.00 a Year solicitations for CASUALTY BUSINESS 






































Security~— 


@ When the Mutual Benefit was 
organized in 1845 there were 
only a few Life Insurance Com- 
panies in the United States. 
Through the Wars, Panics and 
Epidemics of all these years, it 
has alwavs stood safe and secure 
as a foremost disciple of Pure 
Life Insurance. 


The Mutual Benefit Life Insurance Co. 


Newark, N. J. 
Organized 1845 























Policy No. 1, May 25, 1847 


Issued to John W. Hornor, the Founder of the Com- 
pany, eighty years ago. And throughout these eight de- 
cades the PENN MUTUAL has kept close to the front 
rank in size, and in all that is best in life insurance, in some 
things a pioneer, and in others a close observer and an early 
adopter. 


A notable addition to the executive staff of our Agency 
Department signalizes this eightieth anniversary year, and 
is a happy augury for continued progress in life underwrit- 
ing that is sound, visioned, and profitable in improved 
service of our Agents and of the public. 


We have room for men and women who are workers, 
are ambitious, and have high ideals. 


The Penn Mutual Life Insurance Company 























You are a producer 

You want a REAL job 
You believe in yourself 

A friendly interest is needed 


Close co-operation is necessary 


Philadelphia, Pa. 


Founded 1847 
Write or 


OLUMBIA LIFE 


INSURANCE COMPANY 
Cincinnati, Ohio 


wire: S. 


























The Life Insurance Company of Virginia 
lacorporeted 1871 Richmond, Virginie 
Admitted Assets, Over Fifty-One Million Dollars 

Insurance in Force, Over Three Hundred Millien Dollars 
Payments to Policyholders in 1926, Over Three and One-Half Million Dollars 
Tota! Payments to Policyholders Since Organization, Over Forty-Three Million Dollars 


JOHN G. WALKER BRADFORD H. WALKER 
Chetrman of the Boerd President 


THE NATIONAL UNDERWRITER 























} day 


| burgh 


fand Dr 


| fessor of 
| school of finance, 


| Huebner will discuss “The 
| Concept of Life 





won't sell him. Keep quiet enough at 
the close to give him a chance to buy. 
Make no little plans; there is no magic 
in them to stir men’s blood.” 

Clinton F. Criswell, secretary of the 
Illinois Association of Life Underwriters, 
Was present and explained some of the 
aims and accomplishments of the state 
organization. 

x * * 

Seattle, Wash.—Designation of the 
sales congress to be held June 10 as a 
“service convention” was decided upon 
by Seattle life underwriters, The con- 
gress is expected to set a new mark in 
public interest. Dr. S. S. Huebner of the 
University of Pennsylvania, will be the 
chief speaker. Other speakers with wide 
reputations from various home offices 
will be on the program. A banquet will 
be held in the evening at which Dr. 
Huebner will speak. The address will be 
broadcasted over station KOMO. 

x x * 

Altoona, Pa.—The Altoona association 
had as the speaker for the May meeting 
William E. Graham of Pittsburgh, con- 
nected with the Woods agency of the 
Equitable Life of New York. Mr. Gra- 
ham talked on the importance of mem- 
bership in the life underwriters organi- 
zation and spoke interestingly on the 
matter of life insurance salesmanship. 

Officers were nominated for the com- 
ing year. The annual election will be 
held at the June meeting. 

* * * 

Toledo, 0.—J. B. Duryea, general agent 
of the Penn Mutual Life in San Fran- 
cisco, will be the speaker at the annual 
meeting of the Toledo association June 
9 Ladies will be invited. The subject 
of Mr. Duryea’s talk will be “Develop- 
ing the Interview.” 

Election of officers will be held at the 
business meeting preceding the address 
by Mr. Duryea 

x *k * 

Pittsburgh—The annual 
the Pittsburgh association will be held 
June 23. At this meeting President 
Howard S. Sutphen will turn the gavel 
over to his successor. 

The nominating committee has sub- 
mitted the following as candidates for 


meeting of 


officers and directors: President, J. Mil- 
ton Ryall, National of Vermont: first 
vice-president, Robert A. Lyne, Tnion 
Central; second vice-president, Arthur 
G. Ashbrook, Provident Mutual: treas- 
urer, E. A. Spencer, Mutual of New 
York. Directors: W. Rankin Furey, 


Berkshire Life; George W. Hoffman, Jr., 
Mutual Benefit: John T. Shirley, Connee- 
ticut General; Howard S. Sutphen, Equi- 
table of Iowa, and John A, White, Met- 
ropolitan. 

By action of the directors, Secretary 

Harold S. Brownlee was authorized to 
address a letter to members suggesting 
that each send at least $1 to him for the 
Mississippi flood sufferers 
* * * 
Herbert L. Smith, Har- 
risburg, was elected president of the 
Pennsylvania association at the annual 
meeting held in Harrisburg last Thurs- 
Representatives of 14 local 
ciations attended the meeting. Organi- 
zation, educational and legislative prob- 
lems were discussed at the business 
meeting Other officers elected were the 
following: 

Secretary-treasurer, W Cc Murray, 
Harrisburg: vice-president, eastern re- 


Pennsylvania 


asso- 


gion, George E. Ott, Philadelphia: vice- 
president, central region Ear! H. 
Schaeffer. Harrisburg; vice - president, 
western region, H. 8S. Sutphen, Pitts- 


* * 


Los Angeles—The first official an- 


nouncement made by Kellogg Van Win 
kle, following his election as president 
of the Los Angeles association, was to 


the effect that the June meeting of the 
association will consist of an all day 
sales-congress to be held June 16 It 
will be open to all life insurance men 
S. S. Huebner will be the prin- 
cipal speaker, being on the program for 


|two addresses, 


+ + 
Lincoln, Neb.—Dr. S. S. Huebner, pro- 
insurance at the Wharton 
University of Pennsyl- 
vania, is to be the speaker at a three 
meeting of the Lincoln associa- 
tion Saturday, held in conjunction with 
the trust companies and the Chamber of 
Commerce At the morning session Dr 
Professional 
Insurance Salesmanship 
and Educational Requirements.” He will 
speak at a noon luncheon of the Cham- 
ber of Commerce, to be attended by sev 
eral hundred business men, on “What 


session 
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Life Insurance Does for the Payer of 
the Premiums.” In the afternoon he 
talks on “Human Life Values and Their 
Scientific Treatment Through Life Insur- 
ance.” 

x *x * 

Louisville—Chariles H. Langmuir, third 
vice-president of the New York Life In- 
surance, was the guest and principal 
speaker at a meeting of the Louisville 
association May 31. He was asked to 
talk Tuesday on “Straight Line Methods 
of Selling.” 

x x * 

Cleveland—J. B. Duryea, general agent 
of the Penn Mutual Life in San Fran- 
cisco, and nationally known through his 
authorship of several popular books on 
life underwritng, will be the final 
speaker of the year before the Cleveland 
June 10. Plans are being 
largest atendance in the 


association 
made for the 
history of the association. 

The annual golf tournament of the 
Cleveland association will be held at the 
Acacia Country Club July 15 

* * * 

Boston—William E. Collins, Jr., the 
first paid executive secretary of the Bos- 
ton association, who has had charge of 
the association offices since March 1, 
1926, announces his resignation as sec- 
retary. Mr. Collins will continue in the 
life insurance business later, associating 
himself with one of the Boston general 
agencies. No successor has as yet been 
selected. 

x * * 

Davenport, Ia.— The Davenport associ- 
ation held its annual sales congress re- 
cently with Dr. S. S. Huebner as princi- 
pal speaker. Dr. Huebner gave three 
addresses in the course of the day on: 
“Professional Concept of Life Insurance 
and Educational Requirements,” “Life 
Insurance as an Investment” and “In- 
Insurance and Trust Arrange- 

Harry C. McNamer of Chicago 
gave a fine address on “Imagination in 
Underwriting.” Mr. McNamer is Illinois 
assistant to the president of the Na- 
tional association. Mrs. W. 5S Pritchard 
of Garner, Ia., told of the work of her 
insurance committee with the woman's 
clubs in the state. About 200 attended the 
congress, only local men who were mem- 


come 
ments.” 


bers being permitted to attend. A. W. 
Van Houten was general chairman. 
The evening preceding the congress, 


Dr. Huebner talked to a membership 
dinner meeting of the Davenport Cham- 
ber of Commerce attended by 200 mem- 
bers of the chamber. 


MONTGOMERY, WARD & CO. 
ADD 10 MILLION GROUP 


Montgomery, Ward & Co. of Chicago 
last week closed a new contract with 
the Equitable Life of New York for 
an additional $10,000,000 on the lives 
of the employes in all the different 
branches of this organization. Those 
affected include 9,000 workers employed 
in plants located in Baltimore, Md., 
frooklwn, N. Y., Chicago, Fort Worth, 
Tex., Kansas City, Mo., Portland, Ore., 
and Oakland, Cal. 

This company in connection with the 
Equitable Life is recognized as the pio- 
neer in establishing this type of em- 
plove benefit. The original contract 
for Montgomery Ward & Co. was writ- 
ten in July, 1912, constituting the first 
big group insured under the modern 
form of group contract. 


Lincoln National Honors Hall 


The Lincoln National Life agency 
force has made an unusual drive tor 
business in May on behalf of President 
Arthur F. Hall, whose birthday falls in 
that month. The traditional rose shower 


is being held. The agents attach a 
rose card to each application sent in 
during the campaign. 

A feature of the Hall Month con- 


test is the spirited fight for the three 
large bronze plaques. The company's 
agencies are divided into three groups 
according to their potential possibilities 
for production. The leading agency in 
each group will be awarded the plaque 
for its class. The Hall Cup, a large 
silver trophy, will be awarded to the 
agent producing the most business for 
the month. 

Indications point to the establish- 
ment of a new production record for 


the company in May. 
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takes place. Every time the blacksmith one mind over another through the 


Agent Must Follow Proper Sequence undertakes to make a shoe he accom- media of words, looks. actions. A sales- 
2 ° plishes the task. He can even tel from | man goes into the office of a man who 
in Order to Lead Apathetic Prospect previous experience exactly how many (is not expecting him. The man is per- 

shoes he can make in a given time. forming his routine of affairs with never 
The salesman is never sure of results !a thought of the thing the salesman 


to Determination to Act Favorably and does not always attain the desired | has to sell; yet the salesman states his 


By JOSEPH J. DEVNEY. Cleveland result. No salesman, no matter how | business, presents his arguments, and 
adept he may be, can sell every prospect. | leaves with a signed order. This is a 
HE mechanic, the artist, the chem- | mind, the element which he must mold, Salesman May Not Know | fine art. 
ist, the agriculturist, the engineer, he can neither see nor feel; neither has Impression He Makes Follow Certain Rules 
or the manufacturer deals princi- he tangible tools with which to form 0 Bisse Ane Seennes 
pally with material things. The sales- the mental processes so the desired ac- As the blacksmith works his steel, he y er 
man deals with human beings. Not as | tion will result. He must shape an in- | can see it take different form, and can As the ship plows ahead toward its 


the grocer who supplies their stomachs; | tangible element into a desired state | note exactly what progress he is mak- | destination through the darkness of night 


nor as the tailor who adorns their per- F vy an intangible means. ing. As the salesman works, he changes | with the aid of chart and compass, so 
sons, but directly with that intangible patie Be Careful the attitude of the prospect’s mind. He | the salesman can make progress by fol- 
principle of life, the mind, the soul, the | Avoid Mistak brings him nearer to his way of think- | lowing certain fixed rules. Of the many 
central element around which all their | to Avob mcaes ing or drives him further away. But | tactors contributing to proficiency in 
activities and interests revolve. | It is a delicate task he undertakes. [he often cannot see any alteration in | salesmanship, the necessity of remem- 

. |The subject on which he works is|the prospect's attitude Unless the | bering the mental processes which must 
Methods of Working lextremely sensitive. The impressions | prospect expresses his changing feeling | be induced in the prospect's mind to 


Are Entirely Different 


| which he makes with his words, looks, | by some outward sign, word or action, | prompt favorable action, and acting ac- 
The worker with material things ac- | acts, tone of voice, although intangible, | the salesman may not know what im- | cordingly, are paramount to all others 
complishes his ends by means and |cut deep, and if clumsily handled they | pression he is making Hit or miss statements sometimes pro- 


methods radically different from those | may spoil the chance of inducing the Mold Men's Minds duce the desired result, but usually they 


the salesman must employ to shape the | hoped for result. They may do far . a do not. The processes of attention, in- 
mental processes of man. The black- ell damage to his subject than do to Do Their Bidding terest, desire and action must be in- 
smith wishes to make a horse shoe: He | the tangible tools of the blacksmith im- Notwithstanding the apparent dark- | duced in logical succession or not at all 
selects a bar of steel of the proper size, | properly used. If the blacksmith through | ness in which salesmen usually work: | As it would be impossible to get action 
‘ cuts off a piece the proper length, heats | lack of skill or inadvertance bends the | notwithstanding the fact that they may | before attention, so it would be equally 


it, shapes it, corks it and the job is | bar of steel too much or in the wrong] spoil a situation by unwise procedure, | impossible to induce desire before in- 
done. The salesman wishes to make a|direction, or if he puts a cork on|salesmen do mold men’s minds to do /|terest. Attention, interest, desire, actior 
sale: He selects his prospect, who is | crooked, he merely has to correct the | their bidding. Truly marvelous results | You have often considered these before, 
material in his flesh and blood, but his !error and the original intended result |are accomplished by the influence of (CONTINUED ON NEXT PAGE) 














GROWTH 


A matter of natural development. 


ASK ME ANOTHER 


1. Why do so many life insurance agents lose their renewals? 

Answer: Because of the General Agency System and unfow 
agent’s contracts. 

2. What life insurance company has abolished the General | 
System, offers all its agents AN EQUAL OPPORTUNITY and 
plays no favorites? 

Answer: The Columbus Mutual Life Insurance Company. 

3. Does the Company protect its nts Renewal Interests? 

Answer: Yes, tt gives VESTED NON-FORFEITABLE RE- 
NEWALS. 

4. Where can I find an endowment policy that returns the savi 
the insured dies, INSTEAD OF USING THE POLICYHOLDER’ s 
OWN MONEY TO PAY HIS CLAIM? 

Answer: PERFBCTED ENDOWMENTS sold by The Colum- 
bus Mutual return the excess of the endowment premium over 
the ordinary life premium in the event of death. 

5. Is it possible to purchase insurance at a lower cost if bought in 
quantities ? 

Answer; A SPECIAL PREFERRED RISK POLICY issued 
by The Columbus Mutual sold only in amounts of $5,000 and over 
gives the policyholder the advantage of the reduction m overhead 
and shows a surprisingly low net cost. 

6. Is it possible for a life insurance company to pay liberal commissions 
to agents and at the same time furnish low cost insurance to policy- 
holders ? 

Answer: Yes, but such companies are almost as scarce as “hen's 
tecth.” Many companies pay high « ‘ommissions, quite a number 
furnish low cost insurance, but the combination seems almost tm- 
possible to attain. The Columbus Mutual is an outstanding 
example of such a compan) 


Our Growth has been persistent. 


Our root extends down—not out. 








We haven't spread much because we are 
rooted deep and lastingly in Illinois, In- 
diana, Kentucky, Missouri and lowa 
Steady, persistent growth means per- 
manent life. 

Men who wish to make a connection or 
undertake to underwrite life insurance 
can make an unusuaily good connection 
with us now. Write for information and 


territory desired. 


CHICAGO NATIONAL 
LIFE INSURANCE CO. 


202 South State Street 


For further information address 


The Columbus Mutual Lite 


Insurance Company 
580 E. Broad Street, Columbus, Ohio 
Cc. W. Branden, President D. E. Ball, Vice-President and Sec'y. 


Chicago, Il. 
A. E. JOHNSON, AGENCY MANAGER 
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ACTUARIES 














CALIFORNIA 





 , ieemesialed N. COATES 


CONSULTING 
ACTUARY 


354 Pime Street - - San Francisco 











ILLINOLS 





ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
- La Salle St. 
Telephone 7298 


CHICAGO, ILL. 














A. GLOVER & CO. 
Consulting Actuaries ‘ 
2 South La Salle Street, Chicago 











NEW YORK 





Mi: M. Dawson & Son 


CONSULTING 
ACTUARIES 


36 W. 4th St. New York City 








Toodward, Fondiller and Ryan 
Consulting Actuaries 


Actuarial Service in all branches of In- 
surance and for Pension Funds — Examina- 
tions and Appraisals—Statistical Service and 
Installations —- Companies and Associations 
managed under contract—Office Systems and 
Reorganizations — Insurance Accounting and 


Auditing. 
75 Fulton Street New York 











OKLAHOMA 


J. McCOMB 
COUNSELOR AT LAW 
* CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 


























INDIANA 


Life Insurance Accountants pared. The w of I 
Sentietieione oe of Insurance a 
Colcord Bidz. OKLAHOMA CITY 
H. NITCHIE 
e ACTUARY AGENCY DIRECTOR WANTED 
1523 Assn. Bldg. 19 S. La Salle St. Old established Chicago general agency of an 
Telephone State 4992 CHICAGO old line legal reserve company desires the 
services of a competent agency director to 





the training of agents. In reply 
State age, experience, references and salary 
expected. Address B-6, Care The National 
Underwriter. 


assist in 











AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 














ARRY C. MARVIN 
CONSULTING ACTUARY 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 











IOWA 





E. L. MARSHALL 
CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 














OHN E. HIGDON 
ACTUARY 


24 Argyle Bidg., Kansas City, Mo. 











A LEXANDER C, GOOD 


CONSULTING ACTUARY 
1416 Chemical Building 
ST. LOUIS 





























| 





| question, 


(CONT’D FROM PRECEDING PAGE) 
but do you think of them when you 
are making a canvass and act accord- 
ingly? Watch yourself the next man 
you try to sell and see if you are pro- 
ceeding logically. 


Note Transitions from 

One Step to Next 

Whether the prospect be solicited for 
the first, second, third or other time, an 
attempt should be made to note at what 
stage of the four progressions he stands, 
also at what point the transition from 
one stage to another takes place. Every 
salesman who attempts any system at all, 
records data on prospect cards, such as 
date of birth, occupation, dates can- 
vassed, amount and kind proposed, etc. 
To this he should add the stages of 
progress from a sales standpoint. He 
should also put the four stages of atten- 
tion, interest, desire, action on his cards 
and after each interview check on the 
one which coincides with the progress 


made. Then he will have something 
definite and positive to work on. By 
knowing where the prospect is at, the 


salesman will know where he is at and 
what should be done next. 


Find at What Stage 

Prospect Is Thinking 

It isn’t always possible to read a 
man’s mind and tell just where he is, 
especially if he says little or nothing. 
A study of this particular feature of 
the psychology of salesmanship will in- 
crease proficiency along this line. When 
you feel the necessity of making a 
prospect express himself so you will 
know just where he stands, you can 
smoke him out by doing one of three 
things: Present the application and be- 
gin to fill it out, or ask him some direct 
or work up to a climax and 
then say absolutely nothing—pause. 


Find Set Canvass 
of Great Value 


Many agents’ 
definiteness and proper form. 


plan of canvass lacks 
By pre- 


senting their cause in a haphazard man- 
ner they waste much time, 


spoil many 





prospects and lessen the results they 
might otherwise obtain. Those who use 
a set canvass usually get better results. 
More salesmen are being converted to 
the idea of employing a set canvass all 
the time. Those who are not, if they 
be students of the psychology of sales- 
manship, must at least be convinced of 
the rationalness of attempting to induce 
the four mental progressions in their 
logical sequence. In order to do this 
most effectively, the salesman must have 


available for use specific arguments, 
statements, citations, looks, words, ac- 
tions, means and methods generally, 


which will be likely to produce them. 


Make Inventory 
of Available Aids 


For your own benefit, suppose you 
take stock and see how you are supplied 
in these respects. The following ques- 
tions will assist you to make the in- 
ventory: Have you any particular means 
of getting a prospect’s favorable atten- 
tion? If so, what? After you have 
his attention, have you any special means 
of gaining his interest quickly? If so, 
what? After you have his interest, have 
you any particularly effective argu- 
ments, illustrations, citations or other 
means or methods of creating desire? 
If so, what? And having created desire, 
do you apply any special 
methods of inducing prompt action? If 
so, what? 


Keep Note Book of 
Classified Sales Helps 


In order to make a thorough inven- 
tory of your salesmanship means and 
methods, to note wherein you are weak 
and wherein strong, to impress upon 
your mind the necessity of inducing the | 
necessary mental processes in their logi- 
cal sequence and to have ready at all | 
times for immediate use the specified | 
factors needed to produce the four de- 
sired mental states, let me suggest this 
idea: Procure a record book (prefer- 
ably loose leaf) for the purpose of noting 
down the sales factors under the four 
headings. Note down first those which 
you can think of, and add from time to 
time those you read or hear about, also 
those which you learn by experience 
are effective. Finally increase the value 
of the compilation by frequent review 
and revision. If you have recorded a 
means or method which you learn by 
experience that you cannot use to ad- 
vantage, eliminate it. It may be suitable 
for some one else but not for you. 


Use Factors Which Are 
Most Successful 


In selling, use first those factors which 
you have learned by experience to be 
most effective in inducing the mental 
progressions. If they do not produce 
the desired result, then resort to others. 
But remember, not to try to “put the 
cart before the horse”; don’t try to get 
action before desire, or otherwise mix 
the order. An intelligent and persistent 
effort to compile such a record and to 
canvass logically cannot possibly fail 
to greatly improve your ability as a 
salesman, 


COMPANY’S NEW PLAN 
WILL BROADEN SCOPE 


(CONTINUBD FROM PAGE 1) 


to meet competi ition of a most important 
sort in certain sections of the country 
in which the company now operates, 
thereby affording a means of increasing 
the volume of its business. Increase in 
business will result mn a relative reduc- 
tion in overhead expense and a conse- 
quent increase in dividends to participat- 
ing policyholders. 
Accident and Health Business 





2. The company by its present char- 
ter is permitted to write policies insur- 
ing against accident and sickness, wholly 
apart from life insurance policies. This 
kind of business can be best done by 
companies with a capital stock. 

3. Fiom the standpoint of the policy- 
holders, the paid-in-capital constitutes 
that much additional] surplus for the pro- 


means or! 


tection of their policies. It gives addi- 
tional financial strength to the company. 

4. With the policyholders owning 
shares in the company, they will exercise 
a closer supervision over its affairs. It 
is a well-known fact that policyholders’ 
meetings are seldom well attended. 
Shareholders’ meetings are well attended. 
The plan now proposed will stimulate 
the interest of policyholders in the ordi- 
| nary affairs of the company. 





Will Have Voice in Management 


5. As at present, each participating 
policyholder (whether or not he sub- 
scribes for shares) will have a voice 


}in the management of the company. 

6. The laws of the state of Minne- 
|sota, pursuant to which the action is 
proposed to be taken and the charter 
|}amendments absolutely safeguard the ex- 
isting rights and powers of members 
and policyholders. 


Announcement to Agents 
In the announcement to agents Mr. 
Arnold said in part: 
“By way of supplement to what is 


said in the pamphlet sent to policyhold- 
ers, I call your particular attention t 
the following, which are of special inter- 
est to you and other members of the 
agency organization. 

“The company will be enabled to is- 
sue non-participating policies in addi- 
tion to its present full Jine of participat- 
ing policies. This is a privilege now 
denied it, which handicaps us consider- 
ably in certain states in which we are 
| onerating. In other states where com- 
| petition from this source is not of special 
|moment, the privilege of selling non- 
| participating policies will nevertheless 
be an aid to the agent in particular 
cases. 

Commends 


“Well informed insurance 
and state supervising officials 
that the American Experience 
table does not reflect modern mortality 
experience. A new table, the American 
Men table, has already been approved as 
a permissive standard for calculation of 
premium rates in some states and will 
doubtless be generally adopted in the 
next few years. The use of this table 
wil] result in a sharp reduction in non- 
participating rates at the younger and 
middle ages and will give impetus to the 
sale of non-participating insurance. We 
will be in a position to issue non-par- 
ticipating policies and to meet these 
rates and the resulting close competition. 


Not Changing te Stock Company 


Table 
company 

recognize 
mortality 


American Men 


“I want to emphasize again the fact 
that these amendments will not change 
this company from a mutual company to 
a stock company. They operate to give 
to the company the benefits with none 
of the disadvantages of a capital stock 
and at the same time preserve the prin- 
ciple of mutuality, and all the rights, 
privileges and powers of the holders of 
participating policies.” 

In commenting on the company’s 
plans President Arnold called attention 
to the Minnesota statute under which 
the proposed change is to be made, 
which reads in part as follows: 
| “Insurance corporations may be 
formed having a capital stock, but which 
shall be controlled by the votes of both 
| stockholders and participating policy- 
| holders. All such companies shall be 
| known as stock and mutual companies. 
Corporations so formed shall have the 
right to make any contracts which insur- 
ance companies formed to transact the 
same kinds of business upon the stock 
pian or upon the mutual plan are author- 
| ized by law to make.” 
| 
| 
' 








Agree to Bar Twisting 


An agreement not to permit twisting 
or rebating in their offices has been 
signed by 33 managers of life companies 
| in Washington, D. C. Photostatic cop- 
ies of the agreement and _ signatures 
were distributed recently at a meeting 
of the managers’ association of the Dis- 
trict of Columbia Life Underwriters 
Association. 
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The Gem City Life 


Insurance Company 
of Dayton, Ohio 


TAKES PRIDE IN THE PROGRESS SHOWN 
DURING THE PAST TEN YEARS. 


Insurance 

Assets In Force 

December 31, 1916. $182,695.00 $2,037,804 

December 31, 1917. $202,541.00 $2,431,131 

December 31, 1918. $243,793.00 $2,576,086 
December 31, 1919. $297,404.00 $3,245,516 
December 31, 1920. $371,547.61 $3,922,631 
December 31, 1921. $455,918.00 $5,140,458 
December 31, 1922. $663,517.08 $7,063,414 
December 31, 1923. $835,784.21 $9,320,412 


December 31, 1924. $965,486.28 
December 31, 1925. $1,115,110.24 


$14,412,640 
$16,822,656 


omnte swe $1,306,072.34 $20,084,488 


The company is issuing all standard and some special forms of par- 
ticipating and non-participating legal reserve life and endowment in- 
surance, and many forms of group insurance, as well as many attractive 
kinds of accident and health policies. 

The Gem City Life is an ideal organization in which you will find 
all the good things you have been seeking in a company. 

General Agency Openings in West Virginia, Georgia, Alabama, 
Louisiana, Ohio, Michigan and District of Columbia. 


I. A. MORRISSETT, Vice-President 

















Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the States of 
Texas and Oklahoma, the 
Home Office is able to render 
a type of personal service to 
Agents that is unbeatable. 
Writing all modern policy 
forms, the Company offers 
choice territory to Agents of 
ability. 


Our records show that policies 
have been issued on 79% of 
the applications within three 
days after reaching the home 
office. 


HOME OFFICE 
F. & M. BANK BUILDING 


Southern Union Life 


FORT WORTH, TEXAS 


J. L. Mistrot Tom Poynor 
Preakdemt View President 

















THE HOME LIFE 


A Company of Opportunity 


James A. Fulton | 


Ethelbert Ide Low 


President Supt. of Agents 


256 BROADWAY, NEW YORK CITY 








protect Western business ventures— 


aid in buying homes in the Middle 
West— 


provide an income for the aged and 
the widow— 

educate Western children— 

secure for yourself a real Oppor- 


tunity for Service, Profit and a 
Future 


icine the KANSAS LIFE 
Insurance Company. Kansas Life agents co- 
operating with this company are successfully 
showing Western citizens the wisdom of Life 
Insurance as an investment. 


If you reside in Kansas, Nebraska, South Da- 
kota, Arkansas, Oklahoma or Texas and are 
at present unattached, we have an agency con- 
tract that will be of interest to you. Write us 
fully about your qualifications. 


Ghe 
KANSAS LIFE 


Insurance Company 


of TOPEKA 
KANSAS 
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In the good old days “toll” reminded 
one of the highway toll-gates, where money 
was paid the toll-keeper for use of the road. 


It is different today. The automobile 
has changed the form of toll. 


The modern highway fairly teems with 
traffic and the menacing possibility of in- 
volving your motor car in accidents. Ac- 
cidents which exact a heavy toll in fatalities, 
as well as a vast amount of personal injuries 
and property damage. 


When a driver is party to an accident it 
could easily force a “toll” from him far and 
above his ability to pay and beyond the 
average amount of insurance protection 
ordinarily carried. 


Unfortunately, accidents have a way of 
happening in quiet lanes as well as in city 
streets—at home and while touring. No 
one can choose his location. Should a man 
be involved in one, would his present 
automobile liability and property damage 
insurance be sufficient to cover modern- 
day requirements? Not only protection 


against the five and ten thousand dollar 
damage suit award—but against any award 
that a sympathetic jury may render? 


Motor car accidents may occur while 
touring, perhaps hundreds or even thou- 
sands of miles from home. Under such 
circumstances it is a decided advantage to 
own an automobile policy for modern 
limits in a company like The Travelers, 
which is known all over the United States 
and Canada. With agents and branches 
everywhere, glad to assure local authorities 
that a responsible company stands ready 


. to pay any just claim against a car—the 


motorist is spared annoyance, worry and 
delay. 


No matter where a man lives and 
no matter where he may tour, Travelers 
Automobile Insurance plus Travelers Ser- 
vice offers him the best protection money 
can buy. 

The modern highway will not collect 
“toll” from your clients if they are ade- 
quately protected by modern insurance 
limits. 


THE TRAVELERS 


THE TRAVELERS INSURANCE COMPANY 
THE TRAVELERS INDEMNITY COMPANY 
THE TRAVELERS FIRE INSURANCE COMPANY 


HARTFORD, 


CONNECTICUT 





